





New NORGE broils meat on both sides at onee 
Cool clean smokeless—because its GAS 
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OTHER NEWS FROM NORGE: 


New Gas Refrigerator with Automatic Ice-Maker! 


Norge’s million-dollar Ice-Maker makes ice 
automatically—stores it in a party-size server. 
No trays to fill! Because it’s Gas, this Never-D- 
Frost refrigerator is trouble-free: no moving 
parts in the cooling system to break down. Gas 
gives you refrigeration at its best—silent, 
safe, constant, thrifty, modern! 

Your kitchen is more modern with a Gas 
range! What else would give you a wonder 


like the Norge Vertical Broiler? Or famous 
Gas Burner-with-a-Brain* that lets you cook 
automatically with ordinary saucepans? The 
fast, cool, clean cooking of Gas, plus the auto- 
matic advances that earned the Gold Star 
Award for this new Norge, help explain why 
more women today choose to cook with Gas than 
anything else. Why should they pay more to get 
less than this?) AMERICAN GAS ASSOCIATION 








NEW VERTICAL BROILER cooks 
2 sides of meat at once! Cool, 
clean, smoke-free—flame con- 
sumes smoke. Less shrinkage, 
too. Chime signals doneness. 


HUGE OVEN holds rotisserie big 
enough for an 18-20 Ib. turkey to 
turn and baste automatically. 


21” oven gives room to bake 6 


pies, 8 bread loaves. 


Lim 


*A.G.A. Mark © Am. Gas Assoc., Inc. 


LIVE MODERN 
FOR LESS 


_GAS 


® This advertisement appearing in PARENTS’ Magazine, August 1961, and AMERICAN HOME, November 1961 























ce! Cool, 
ime con- 
hrinkage, 


eness. 


serie big 
urkey to 
. bake 6 





Messrs. Stackpole, Hamilton, Heyke 
and Moses superintend World's Fair 
ground-breaking for gas building 





z=, give gas men some congenial 
yacation reading, we are happy to 
offer an extra-fat volume for our 
annual combined July-August issue, 
filled with about as broad an as- 
sortment of stories as could be 
gathered. . . . Item: the Associa- 
tion organization story with which 
we lead off, on the new officer- 
nominees for the coming year . . . 
must reading, of course, for all ac- 
tive A. G. A. members (see page 
2)... . Item: a PAR Advertising 
story, on the coming year’s network 
television plans—and we think you'll 
be excited by them (see page 5). 
. . . Item: a Convention story, tell- 
ing of the top-hand speakers who 
have been rounded up for you to 
meet this October (page 6)... . 
Item: further news on the World’s 
Fair, where gas has scored another 
“first” (page 9). . . . Item: an un- 
usual feature by A. G. A.’s man- 
aging director, Chet Stackpole, 
telling you where your Association 
money goes—an article which will, 
we are sure, be read with keen in- 
terest by every member company 
executive (page 10)... . Item: a 
PAR Promotion story, on this fall’s 
campaign with Howard Keel (page 
13)... . Item: a report from the 
Bureau of Statistics on growth of 
househeating customers (page 14). 
... Item: a PAR Research story 
(and that covers all three bases in 
PAR), on a new approach to under- 
ground storage (page 15).... 
Item: a wise word on finance by an 
investment expert (page 17)... . 
Plus items: a full ration of Section 
news and our regular departmental 
features. 
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For president 


A.G.A. nominates 
for 1961-1962 


H. Smoker, president, The United Gas Improvement 

. Company, and first vice president of A. G. A., has been 
nominated for president of the Association for the coming 
year. 

Mr. Smoker and other officer and director nominees were 
selected by the A. G. A. nominating committee. Delegates 
will vote on the slate during the annual A. G. A. Convention 
to be held October 1-4 in Dallas, Texas. 

John E. Heyke, president, The Brooklyn Union Gas Com- 
pany, and second vice president of A. G. A., was nominated 
for the office of first vice president. Marvin Chandler, presi- 
dent, Northern Illinois Gas Company, was nominated for 
second vice president. 

Charles H. Mann, treasurer of The Columbia Gas System, 

Inc., was renominated for treasurer. 

The Association’s constitution and by-laws, in Article X, 

Section 2, provide that any 50 company members of the 
Association may make additional nominations for any or all se & 
officers and directors, and that any 50 individual members “ . y 

of any A. G. A. section may make additional nominations for 

chairman or vice chairman of such section by placing their ‘ JOHN E. HEYKE 
names in the hands of the A. G. A. managing director not y 
later than August 1. 

The General Nominating Committee, which is elected by 
member company delegates at executive session during the 
annual Convention, consists of the following members for 
1961: 

W. E. Mueller (chairman), president, Colorado Interstate 
Gas Co.; Donald B. Beecher, president, Equitable Gas Co. ; 
R. R. Blackburn, senior vice president, Southern California 
Gas Co.; Orville S. Carpenter, president, Texas Eastern 
Transmission Corp. ; Harold L. Dalbeck, president, Gas Com- 
panies of New England Electric System; H. Hansell Hillyer, 
chairman of the board, South Atlantic Gas Co.; Julius Klein, 
president, Caloric Appliance Corporation ; Remick McDowell, 
chairman, The Peoples Gas Light and Coke Co.; W. L. 
Shomaker, vice president, Northern Natural Gas Company. 

Jac A. Caden, A. G. A. secretary, is aaiaat of. the For treasurer 
committee. CHARLES H. MANN 





MARVIN CHANDLER 
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For directors 


DONALD S. BITTINGER BUELL G. DUNCAN H. A. EDDINS 


OAKAH L. JONES WALTER T. LUCKING RALPH T. McELVENNY GERALD T. MULLIN 





S$. LLOYD NEMEYER JOHN W. PARTRIDGE R. A. PURYEAR 


R. J. RUTHERFORD J. S. SAYRE S. L. SIBLEY JOHN H. WIMBERLY 


ISSUE OF JULY-AUGUST, 1961 












































: Therefore, in accordance with the constitution and by-} 
ra ; y-laws 
For chairmen of the Association, the following list of nominees js pto- 


posed to the membership: 


For president—E. H. SMOKER, president, The United 
Gas Improvement Co., Philadelphia, Pa. 

For first vice president—JOHN E. HEYKE, president 
The Brooklyn Union Gas Co., Brooklyn, N. Y. 

For second vice president—MARVIN CHANDLER, 
president, Northern Illinois Gas Co., Aurora, Ill. 

For treasurer—CHARLES H. MANN, treasurer, The 





ARTHUR SKELTON . WM. B. TIPPY Columbia Gas System, Inc., New York, N. Y. : 
Accounting Section General Management LESTER T. POTTER, P resident Lone Star Gas Co és Dallas, 
Section Texas, becomes a director of A. G. A. upon completion of his 


term as Association president. 


Newly nominated and renominated directors are: 


D. S. BITTINGER, president, Washington Gas Light Co, 
Washington, D. C. 

*BUELL G. DUNCAN, president, Piedmont Natural Gas 
Co., Charlotte, N. C. 

H. A. EDDINS, president, Oklahoma Natural Gas Go, 
Tulsa, Okla. 

*OAKAH L. JONES, president and general manager, 
The Consumers’ Gas Co., Toronto, Ontario, Canada 





ee eer eee a oa WALTER T. LUCKING, president, Arizona Public Serv 
Industrial and Operating Section Residential Section ice Co., Phoenix, Ariz. 
Fee vs Shetion *RALPH T. McELVENNY, president, Michigan Con- 


solidated Gas Co., Detroit, Mich. 
*GERALD T. MULLIN, president, Minneapolis Gas Co, 
Minneapolis, Minn. 
*S. LLOYD NEMEYER, president, Milwaukee Gas Light 
Co., Milwaukee, Wis. 
. . *JOHN W. PARTRIDGE, president, The Columbia Gas 
System Inc., New York, N. Y. 
For vice chairmen "R A. PURYEAR, president, Alabama Gas Corp., Bir- 
mingham, Ala. 
J. F. RAY, vice president, General Controls Co., Glendale, 
Calif. 
R. J. RUTHERFORD, president, Worcester Gas Light 
Co., Worcester, Mass. 
JUDSON S. SAYRE, chairman of the board, Norge Sales 
Corp., Chicago, Ill. 
S. L. SIBLEY, vice president and general manager, Pacific 
Gas & Electric Co., San Francisco, Calif. 
ALBERT KLEMMER D. B. BEECHER W. E. McWILLIAMS *JOHN H. WIMBERLY, president, Houston Natural 
Gas Corp., Houston, Texas 








Accounting Section General Management Industrial and 


fection Commercial Gas Section 





* Renominated. 













The A. G. A. Board of Directors at its meeting on May 
24, 1961, appointed J. F. Ray an A. G. A. director through 
October 4, 1961, to fill the unexpired term of Wendell C. 
Davis, who resigned upon taking a position outside the gis 
industry. Mr. Ray also is proposed by the General Nominat 
ing Committee for a two-year term as director beginning 
October, 1961. 

Nominees for Section chairmen and vice chairmen ate & 
follows: 





A. B. LAUDERBAUGH JAY DAVIS, JR. JAMES CONDON 
Operating Section Operating Section Residential Section (Please turn to page 26) 
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he excitement of /ive drama will be 
captured in a series of major tele- 
vision specials to be sponsored by the 
gas industry during the 1961/62 TV 
season. 
In describing the new A. G. A. series, 


Wister H. Ligon, chairman of the Tele- 
vision Committee, has outlined the fol- 
lowing plans: 


eThere will be one program each 
month, the entire hour sponsored ex- 
dusively by the gas industry. There will 
not even be a station break to interrupt 
the show. 

Top story material has been secured 
for each show. From the David O. Selz- 
nick Studios, A. G. A. has acquired the 
television rights to the stories from eight 
famous motion pictures. On the screen 
each was a major box office success. 
Many won Academy Awards. Some 
were also best selling novels. 

But on television each story will be 
presented live in a special television 
adaptation. 

Included in the series will be seven 
of these eight stories: 


The Spiral Staircase 

The Paradine Case 
Portrait of Jennie 

The Farmer’ s Daughter 
Notorious 

Spellbound 

Rebecca 

Intermezzo 
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© Many, if not all. shows will be tele- 
cast in “‘living color.” 

It is expected that many of the gas 
commercials will be produced in color— 
thus adding even more prestige and 
modernity to gas appliances before the 
pace-setting, higher-income audiences in 
homes using color sets. 

e Each show will be cast in depth 
with outstanding sters. 

¢ Production of the A. G. A. series 
has been placed in the hands of one of 
the most distinguished producers of 
stage and television—Fred Coe. 

On Broadway, Coe currently has two 
plays—“All the Way Home,” winner 
of the 1961 Pulitzer Prize, and “The 





Save These Dates 
. . . for a major television drama 
presented live and sponsored ex- 
clusively by the gas industry. 
1961 
Wednesday, October 4 


Sunday, November 19 
Sunday, December 10 


1962 
Sunday, January 14 
Sunday, February 11 
Sunday, March 11 
Sunday, April 8 











Miracle Worker.” Both productions won 
the Drama Critics Award. 

Coe’s many TV credits include two 
seasons as producer of Playhouse 90. 

e A prime NBC-TV time period has 
been acquired for each show—10:00- 
11:00 p.m. Eastern and Pacific, 9:00- 
10:00 p.m. Central, and 8:00-9:00 p.m. 
Mountain time. 


The opening show on Wednesday, 
October 4, will follow the season pre- 
miere of “Perry Como.” The Sunday 
shows will follow the popular western, 
“Bonanza.” 

One advantage of the monthly format 
will be the opportunity to tie the power- 
ful support of a national TV special to 
a local gas selling event. In October, 
major emphasis of the gas commercials 
will be in support of the “Great Autumn 
Sale,” the name designated for the in- 
dustry’s fall appliance sales campaign. 
Merchandising and promotion materials 
will be released in advance of the show, 
enabling utility sponsors to derive maxi- 
mum sales benefits from the TV show. 

In addition to the monthly specials, 
the Television Committee also plans to 
purchase limited sponsorships of other 
network TV programs. Thus, gas will 
enjoy a frequent exposure of sales mes- 
sages to the consumer in addition to 
benefiting from the stature and prestige 
of the monthly special. 











“Want to keep pace with an industry 
on the march? Then you can’t afford to 
miss the big A. G. A. Convention in 
Dallas—a Convention with important 
messages and a new look from start to 
ee 

L. A. Bickel 
Chairman 


n impressive list of national and in- 

dustry authorities will address the 
1961 A. G. A. Convention in Dallas, 
October 1-4. 

The General Sessions speaking team 
will include the following, plus others 
yet to be announced: 


John B. Medaris, Major General, 


GEN. JOHN B. MEDARIS 


U.S.A. Ret., president, The Lionel Cor- 
poration 

William J. Murray, Jr., chairman, 
Railroad Commission of Texas 

W. M. Elmer, president-nominee, In- 
dependent Natural Gas Association of 
America and president, Texas Gas 
Transmission Corporation 

Perry I. Prentice, editor and pub- 
lisher, House & Home magazine. 

Robert E. Kintner, president, Na- 
tional Broadcasting Company, Inc. 

John Erik Jonsson, chairman of the 
board, Texas Instruments, Inc. 

William G. Hamilton, Jr., president, 
Gas Appliance Manufacturers Associa- 
tion and president, American Meter 
Company, Inc. 


PERRY PRENTICE 


President L. T. Potter of A. G. A 
will preside at the Convention Genenl 
Sessions, and the opening ceremonies 01 
Monday, October 2, will be designated 
as a tribute in his honor. That sam 
morning Mr. Potter will deliver a majot 
address entitled “The Spirit of an lt 
dustry.” 

On Monday, William P. Woods, pres 
ident, Washington Natural Gas Co., 
Seattle, will present a brief illustrated 
report on the gas industry's particpe 
tion in the Century 21 Exposition. On 
Tuesday, John E. Heyke, vice presides! 
of A.G. A., and president of The Brook- 
lyn Union Gas Co., will describe a 
industry's participation in the 1964 Ne 
York World’s Fair. 
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National leaders from private industry and from public 





life will set ‘Greater Goals for Gas’ in major addresses at general sessions 


and luncheon meetings during A.G.A, Convention in Dallas 


ERIC JONSSON 


The Dallas Convention will stress the 
theme, “Greater Goals for Gas,” and 
will feature a number of special high- 
lights, 

Conventioneers are encouraged to ar- 
tive in Dallas by Sunday morning, or 
aatlier if they desire, in time to visit the 
display of new developments in gas air 
conditioning on Sunday afternoon. This 
exhibit will be located at the Dallas 
Trade Mart, and busses will be available 
both on Sunday and Tuesday afternoons. 

Conferees also are invited to visit the 
Texas State Fair Grounds on Sunday 
and Tuesday afternoons to preview the 
A.G. A.-Parents’ magazine all-gas “Ad- 
vance House.” This Blue Star home will 
contain both commercially available gas 
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W. G. HAMILTON 





equipment and equipment still in the 
research stage—everything from LaMere 
Industries’ ‘‘Destroilet” to Minnesota 
Mining and Manufacturing Company's 
thermoelectric furnace. 

Delegates will also be able to see, at 
the fairgrounds for the first time, eight 
new gas kitchens and laundries by 
American Home, Better Homes & Gar- 
dens, Everywoman’s-Family Circle, Good 
Housekeeping, House & Garden, Living 
for Young Homemakers, McCall’s and 
Wonderful World magazines. These 
new kitchens and laundries feature the 
latest gas equipment and will be on dis- 
play in the Women’s Pavilion. All will 
remain for the Texas State Fair which 
opens October 7. 


C. S. STACKPOLE 


WM. MURRAY, JR. 


Mr. Kintner’s appearance before the 
Convention audience on Wednesday 
morning, October 4, will be part of a 
special presentation on A. G. A.’s ex- 
citing new fall television program. 

Chairman Bickel, Lone Star Gas Co., 
and his General Convention Committee, 
have planned a number of exciting fea- 
tures for the ladies, including a special 
session, luncheon and tour of the Gas 
Appliance Center at the Dallas Trade 
Mart on Monday afternoon. LaVerna 
Best, home service director, Houston 
Natural Gas Corporation, will present 
an illustrated educational skit entitled 
“Good Eating in the U.S.A.” Mrs. Dor- 
othy Healy, chairman-elect of the 
A. G. A. Home Service Committee, will 














W. M. ELMER 


L. A. BICKEL 


be hostess to the Convention ladies at 
this session. President Potter also is in- 
viting all ladies to attend the General 
Sessions. 

A new type of Convention climax is 
planned for the luncheon at the Statler 
Hilton on Wednesday, October 4, an 
event entitled “Watching All the Girls 
Go By.” Narrated by the gas industry’s 
own “Mr. Gas,” Chet Stackpole, it will 
entertain, as well as inspire, pride in the 
industry's achievements and future goals. 
Included will be treasured and _ little- 
known incidents and anecdotes from gas 
industry history as well as audience par- 
ticipation events and professional enter- 
tainment. 

Sunday and Tuesday evenings have 
been set aside as hospitality nights to 
meet and visit with friends. Monday 
night will be highlighted by the Presi- 
dent’s Reception, Entertainment and 


WM. P. WOODS 


WILLIS M. TATE 


Dance at the Sheraton-Dallas Hotel. 
Chairman David J. Kerr, Southern Union 
Gas Co., and the Entertainment Com- 
mittee have designed this event as a 
huge Texas-style party. The entire mez- 
zanine floor of the Sheraton-Dallas will 
be turned into a simulated western town, 
and delegates and ladies will be encour- 
aged to come in either western or in- 
formal dress. There will be continuing 
entertainment throughout the evening, 
and surprises galore. 

On Tuesday the Entertainment Com- 
mittee is planning a glamorous ladies’ 
luncheon and Neiman-Marcus fashion 
show at the Sheraton-Dallas. 

Always a top attraction at the annual 
gas industry Convention, the Home 
Service Breakfast is scheduled for 8 
o'clock, Tuesday morning, in the Crystal 
Room of the Baker Hotel. Guest speaker 
will be Bonnie Prudden, president, The 


JOHN E. HEYKE 


DAVID J. KERR 


Institute for Physical Fitness, Inc. A 
bubbling specimen of health and vital 
ity, Miss Prudden is the country’s for: 
most champion of physical fitness, She 
is Fitness Editor for both Sports Illus 
trated and the NBC Today show, and 
directs the AMVET fitness program. 

The A. G. A. Sections also have 
scheduled some exciting innovations for 
their sessions at the Dallas Convention. 
Immediately following the first Genenl 
Session on Monday, October 2, the Get 
eral Management Section will holds 
luncheon meeting for all delegates and 
ladies, with Dr. Willis M. Tate, pres 
dent of Southern Methodist University, 
as guest. Nationally known as a colotit 
and forceful speaker, Dr. Tate will ds- 
cuss relations between colleges and t 
gas industry. 

Industrial & Commercial Gas a 

(Continued on page 29) 
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“Dig-nitaries turning sod for future 
Gas Exhibit Building (see rendering, 
right) are C. S. Stackpole, A. G. A.; 
John E. Heyke, Gas, Inc.; W. G. Hamil- 
ton, GAMA; Robert Moses, World’s Fair 

















nd vital- 


’s fore: 
Bi She he gas industry scored its third “‘first’’ design will attract visitors to industry’s stream will have sufficient force to shut 
rts Ils in connection with the New York exhibit “by means never before at- out inclement weather and to “contain” 
ow, a § 1964-65 World’s Fair by breaking tempted at a world’s fair.” gas air conditioning within the building. 
ram. ground June 15 for its startlingly mod- “This is a great day for me and for The novel wall-less effect of the ; 
so have @ mm exhibit building. the gas industry, and the greatest credit building will create the illusion that the 
tions for John E. Heyke, president of Gas, Inc., should go to John Heyke,” Mr. Stack- roof is suspended in mid-air, he added. 
wention. | the organization formed to direct the pole said. The structure will have at its entrance ; 
Genenl § 825 industry’s participation in the fair, A 10- by 30-foot picture, shown at the and exit the largest such air curtain wall i 
the Ger § M0ted that the industry was the first groundbreaking, gave an indication of ever installed. A gas-equipped restau- ' 
hold 2 § Major group to subscribe to the exposi- what the gas industry’s building will rant, with a capacity for 200 persons, 
ates and tion and the first to contract for space. look like. It showed a pure white struc- will have an air wall on three sides. The 
e, pies “I am happy that the gas industry ture which appears to be without walls. major area of the building will be en- H 
niversity, | WS able to score another first here to- Instead of structural walls, the build- closed with plexiglass, installed in a ; 
colori! “ay,” said Mr. Heyke, who is also presi- ing will feature an “air wall.” Mr. manner similar to the glass in the in- 
will ds § dent of The Brooklyn Union Gas Co. Stackpole explained that this will con- visible windows of a jeweler’s store. 
and the Chester $. Stackpole, managing di- sist of a continuous jet stream of “mod- According to Walter Dorwin Teague 

tector of the American Gas Association, erately conditioned” air blown from Associates, the “designers of the build- 
sas al hailed the future building as ‘‘architec- openings in the stilt-supported translu- ing, this will make the walls almost in- 


Gas digs first for World’s Fair 
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turally unique.” He said the building’s 
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cent roof to registers in the floor. The air 


(Continued on page 29) 
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By C. S. STACKPOLE 


Managing Director 
American Gas Association 


t is my assignment here to tell you 
| about A. G. A.’s Bureaus, Sections, 
and Laboratories. 

The Bureaus and Sections are sup- 
ported by membership dues and the 
Laboratories in Cleveland and Los 
Angeles are self-supporting, subsisting 
on fees collected for testing, inspection, 
and research. I shall present a few func- 
tions and accomplishments of each facet, 
its value to small and large companies 
alike. 


(Reproduced from a recent address by Mr. Stackpole.) 





Because any industry is impotent if it 
does not look to its future, I would also 
like to touch on some of A. G. A.’s 
hopes and dreams for the future. Here, 
I remind you that your Association is 
not a bureaucracy but rather serves its 
membership. The Association does not 
make policy, it implements and admin- 
isters the policies laid down by the pol- 
icy-making entities among the member- 
ship. 

Before getting into details of General 
Fund Activities, let me give you a bird’s 
eye view of Association financing. 
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In the chart headed “Fund Compar. 
sons” are shown all the major funds 
Notice that the General Fund amoupi 
to $1,800,000 of which $151,009 2065 
to the Labs for researching appliance 
approval requirements. Thus the Gen. 
eral Fund retains responsibility for the 
creation of American standards, whid 
are arrived at through joint manufy. 
turer-gas industry and _ representatiye 
groups outside of the gas industry com. 
mittee work. 

Notice, also, that $322,000 go to the 
Labs for PAR research projects. 

Compared with PAR, which induds 
TV, Gold Star and Public Relations, the 
General and Labs funds are modest ip 
size. 

The table headed ‘‘General Fund Ne 
Expense” shows in detail how the Ge. 
eral Fund is broken down. All figure 
are net. It shows how many people ar 
involved in each major category. The 
Sections, supervised by Harold Walker 
(except for Residential which is admin. 
istered by Norval Jennings in the PAR 
area) carry on sectional activities for. 
net expense of $168,000. The Bureays 
managed by John West, operate at a net 
expense of $375,000. Other activities 
net out at $284,000. 

General Administration, above the 
line, includes all the people who sere 
the General Fund. Note that, of the 6 
people who are included in this payroll, 
39 serve the General Fund. Below th 
line we have other expenses which at 
applicable to General Fund operation 
as a whole. 

Let me relate the first table with this 
one. Sections, Bureaus and other acti 
ities generate some income, from sil 
of literature, about $270,000, actual. 
Applying that to the nearly $1,700,00 
expense figure on the first table, wea 
rive at the $1,400,000 net figure show 
here. 

You may know, incidentally, thitt 
Board Committee on Association f 
nancing structure under the Chairm 
ship of John Wimberley is working ® 
more equitable means of raising, m 
only these funds, but PAR and PI fuss 
as well. 

Now, let’s start with the Section 
alphabetically—and see what you # 
getting for your money. Our Accountitg 
Section, with Thomas Shanley as Sa 
tary, leads off. This Section, where feos: 
ble, operates jointly with the Edis 
Electric Institute. The collaboration) 













































































tween the two utility associations in this 
area has paid off in more ways than one. 


Accounting activities 

The Accounting Section, among many 
other activities, is working on a revision 
of the list of retirement units and of 
regulations governing the preservation 
of records. It is co-sponsor of a Cus- 
tomer Relations Training Program. It 
exchanges information on other subjects 
of customer and general accounting na- 
ture, as well as new accounting develop- 
ments including the electronics field. It 
maintains close relations with NARUC, 
the Securities and Exchange Commission 
and other groups. 

Looking to the future, the committees 
of the Accounting Section are working 
to help the industry in the areas of auto- 
matic meter reading, work measurement, 
tefining the timing of capital recovery, 
the progressive improvement of our 
productivity, and more automatic ac- 
counting functions from meter to bill. 
Accounting Section members look to 
the time when our industry will have 
adopted new techniques of capital re- 
covery geared to the growing dynamism 
of our industry. 


General Management 

_Next, the General Management Sec- 
tton—Vaughan O’Brien, Secretary. As 
you know, this Section was formed as 
sort of a “Little Board of Directors” to 
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assist a number of committees reporting 
directly to the Board. 

At your service in this facet are the 
industry’s outstanding specialists in fi- 
nance, insurance, claims, personnel, pur- 
chasing, stores, marketing research, eco- 
nomics and rates. Large companies, as 
well as our numerous so-called smaller 
companies, have found it worthwhile 
for executives who are responsible for 
areas in which they are not specialized 
experts to obtain benefits as members of 
this Section’s committees. 

The yearly General Management Con- 
ference has become a capsule manage- 
ment training ground where specialists 
can widen their horizons and generalists 
can profit from observation of the work 
of specialists. 

The Section’s Managing Committee 
plays a vigorous role through its special 
task committees set up to achieve spe- 
cific objectives. Current projects include 
a survey of firm and interruptible indus- 
trial gas sales—an important back-up of 
our contention that, far from getting a 
free ride on commercial and residential 
customers, industrial sales in the broad 
sense help to hold down the cost of do- 
mestic service. Other task forces are 
working in the areas of future market 
requirements for and the supply of gas; 
an inquiry into our industry’s relations 
with colleges with the hope that some 
day degrees in gas engineering may be 
granted at leading technical institutions 
in our country; and a review of indus- 


try activities in employee and public 
safety. 

The General Management Section 
looks to a future, where among other ac- 
tivities it becomes even more of a train- 
ing ground ; where it helps our industry 
remove the last traces of the public’s 
fear of our product; and where employ- 
ment in our industry will be eagerly 
sought after. 

Let’s take a look at one of your 
A. G. A.’s most profitable investments 
during the past 12 years, the Employee 
Safety Program—Rauel Papich is man- 
ager. 

From 1948 our industry has consist- 
ently shown improvements in its acci- 
dent frequency rate to establish the 
longest consecutive ‘‘reduction-in-fre- 
quency” rate in U. S. industrial safety 
history. 

The gas industry has reduced the 
number of disabling injuries from more 
than 6,000 in 1947 to 2,841 in 1959, a 
reduction of 55 per cent. 

What might have been the facts had 
we maintained our 1947 accident fre- 
quency rate of 21.86? As an industry, 
we would have increased our disabling 
injuries to more than 8,500 in 1959— 
or over a 12-year span, we can con- 
servatively estimate that at least 41,586 
disabling injuries have been prevented. 

You will be interested to learn it is 
estimated that “wages only, cost’ of 
these disabling injuries which have been 
prevented is more than $37,300,000. 

How much has this activity cost the 
industry through your Association’s Ac- 
cident Prevention Bureau ? 

Actual budgeting for Accident Pre- 
vention activities in 1951 started with 
a modest $7,900. Total out-of-pocket 
cost for the past 10 years is $244,486— 
or, only $25,000 average per year. 


Industrial and Commercial 


E-S-P, these letters and what's be- 
hind them are typical of the activities of 
your Industrial and Commercial Gas 
Section’s programs. Ral Murray is Sec- 
retary of this Section. They encompass 
the accomplishments of 250 committee 
men working on no less than 77 major 
Industrial and Commercial projects in 
1961! The letters stand for Education, 
Sales and Promotion. Let’s look at Edu- 
cation first. 

We have two types, formal, such as 
our industrial commercial, and air con- 
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ditioning sales schools, and informal 
or “do-it-yourself’’ self-study education. 
Schooling will continue to be expanded 
in the form of an Industrial Develop- 
ment Workshop in 1962. This year's 
Industrial Sales School will include a 
combination of classroom and practical 
work right in the plants of several man- 
ufacturers. A whole day will be de- 
voted to creative selling taught by an 
outstanding sales training consulting 
firm. 

Let’s look at the big “S” for Sales 
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now. The Committees sponsor POP and 
PIP—people on programs and papers /n 
print. Section speakers have had domi- 
nant positions on programs of a number 
of other organizations including textile, 
pulp and paper, metals and the national 
safety congress. 

More and more Industrial and Com- 
mercial Gas papers are being reproduced 
in technical journals. For example, in 
August will appear a 48-page all-gas 
section in the magazine, Actual Specify- 
ing Engineer. 


Papers in print brings me to an e& 
citing new Promotion in Depth 
gram. The program achieves “depth” ig 
two ways: 1) by assembling and pte. 
senting far more technical and economie 
Industrial and Commercial gas inform 
tion than is possible in paid space ‘i 
vertising, and 2) by using this inform 
tion in a number of different impos 
trade media. 

Thus we are able to reach speci 
influences. The year 1961 is a yeagy 
special effort by this Bureau to buildj 
continuous contact with engineers and 
chitects. Created especially for them 
now have sound slide films on larged 
nage air conditioning, school hes 
and commercial incineration. 

Coming in the future will be adj 
market planners for each and every C08 
mercial use. This material will @ 
market opportunities, sales leads, 
approach, and vehicle for approag 
complete with work sheets, action 
and reference lists. 


Operating 

Next is the Operating Section, man- 
aged by Stanford Setchell. This Section 
provides a national center of inform. 
tion on gas industry operations from au. 
tomotive fleet maintenance to pipeline 
communications. It sponsors annual gas 
Distribution, Transmission and Produc 
tion Conferences. It prepares manual 
on such operations as gas gneasurement 
and dispatching. It develops national 
standards and specifications on such sub 
jects as highway crossings and field 
welding of pipelines. It compiles good 
Operating practices on corrosion, flet 
operations, chemical engineering and 
pipeline construction, and promotes te 
search among manufactured gas produc 
tion, odorization, and underground stor 
age. 
Operating members believe they wil 
break through to a whole new era in gas 
distribution and transmission with th 
formation this year of two new standing 
committees—Automation, and Comptt 
ers. 

The future of our industry, as far 
public safety is concerned, is likely tobe 
greatly enhanced by another important 
Operating Section activity. This is tt 
Task Committee on Contractors’ Stant 
ards, which will soon change its namet 
the Task Committee on Substructurt 
Damage. 

As you know, the greatest amount of 

(Continued on page 44) 
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A. G. A.'s Norval Jennings and Pat Nicholson 
lay plans with singing star Howard Keel for 
Great Autumn Sale campaign. At right, Keel 
as he appeared in the musical hit ‘Kismet’ 







Keel stars in ‘Great Autumn Sale’ 





onsumers all across the country soon 
( will be hearing, seeing and reading 
about the gas industry's “Great Autumn 
Sale” on radio and television, in news- 
papers and magazines, in dealer and 
utility company showrooms. 

A full-scale, fully-coordinated promo- 
tion, advertising and merchandising 
campaign has been scheduled to begin 
in September and continue into De- 
cember. Many manufacturers are joining 
with utility companies, gas appliance 
dealers and A. G. A. to make this fall 
selling season one of the biggest and 
best so far for the gas industry. 

A special feature of the campaign is 
a series of radio commercials recorded 
by the well-known singing star of 
Broadway and Hollywood, Howard 
Keel. Mr. Keel has appeared in leading 
roles in such Broadway musicals as 
Oklahoma” and “Carousel,” and in 
the motion picture versions of “Show 
Boat,” “Kismet” and “Annie Get Your 


ISSUE OF JULY-AUGUST, 1961 


Gun,” to name a few. 

Now Mr. Keel is singing the praises 
of Caloric gas ranges, RCA-Whirlpool 
gas refrigerators and laundry equip- 
ment, and A. O. Smith gas water heat- 
ers. Each of the commercials begins and 
ends with a jingle tying in with the gas 
industry’s new slogan ‘Live Modern for 
Less with Gas!’ A total of 10 com- 
mercials has been recorded by Howard 
Keel. Five of the commercials are for 
use during the Great Autumn Sale and 
the remaining five commercials, on the 
reverse side of the record, are for use 
during utility company holiday cam- 
paigns. 

In addition to the Howard Keel radio 
commercials, which will be available 
from A. G. A. for less than two dollars 
per record, the Great Autumn Sale will 
be given national exposure in September 
on the “Barbara Stanwyck Show,” and 
will be highlighted on the gas industry's 
new hour-long television specials be- 


ginning October 4. New and unusual 
TV commercials featuring Gold Star 
gas ranges will urge viewers to ‘buy 
now” during the Great Autumn Sale. 

For local-level use, special “Great 
Autumn Sale” and Gold Star ad mats 
for dealers and utilities will be avail- 
able from Gas Industries magazine at 
no charge. Also for use in newspaper 
advertising will be reproduction proofs 
of artwork tying in with the special 
television commercials for the campaign. 

Available also for the Great Autumn 
Sale will be an inexpensive package of 
materials and ideas for promotion and 
merchandising at utility and dealer 
showrooms. 

Gas companies are urged to partici- 
pate in the “Great Autumn Sale” by in- 
cluding the theme in all their promotion 
and advertising plans for the fall. 

Additional information on the cam- 
paign will be released in the weeks to 
come. 








Househeating customers up 1.1 million 





esidential heating customers of gas 
R utilities in the United States totalled 
21,352,000 at the end of 1960, com- 
pared to slightly under 20.2 million at 
the end of 1959. The year’s gain of 
1,171,000 represents an increase of 5.8 
per cent in the number of residential 
customers using gas for househeating, 
and raises the proportion of such cus- 
tomers to 69 per cent of all residential 
customers of gas utilities, compared to 
67 per cent at the end of the preceding 
year. The househeating customer data 
do not, in general, reflect the total num- 
ber of units in those multi-family struc- 
tures that furnish gas heat from a cen- 
tral gas-fired heating unit or centrally 
metered source. It should be noted that 
all statistics in this report refer to resi- 
dential service provided by utility gas 
companies and do not include homes 
heated by bottled (liquefied petroleum) 
gas beyond the mains. 

This year, for the first time, the indus- 
try summary table shows state-by-state 
data on number of househeating cus- 
tomers added during the year, with an 
indication of the proportion of the in- 
crease attributable to new residential 
construction versus conversions from 
other fuels in existing dwellings. For 
the industry as a whole, 62 per cent of 
the growth in househeating customers 
was due to the high acceptance of gas 
heat in new housing; regionally, how- 
ever, there were wide divergences from 
the national pattern. The outstanding 
househeating growth area, both in abso- 
lute numbers and in percentage terms, 
was the East North Central region. Of 
the 387,000 increase in househeating 
customers experienced during 1960, a 
total of 237,000 (61 per cent) derived 
from conversions from competitive fuels 
in existing homes and 150,000 (39 per 
cent) from new residential building, is 
almost a direct reversal of the national 
proportion. This situation was brought 
about by the noteworthy expansion of 
natural gas supply from pipelines serv- 
ing several states in the region, which 
enabled distribution companies to relax 
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restrictions on accepting additional heat- 
ing customers and permitted them to 
extend natural gas distribution to many 
communities previously without utility 
gas service. The same factors exert their 
influence in several of the West North 
Central states. By contrast, the statistics 
for the Pacific region, which ranked 
second in number of househeating cus- 
tomers added during the year with 
196,000, are dominated by experience 
of gas utilities in the State of California; 
here heating saturation is already so 
high that increases stem primarily from 
new construction. However, the Pacific 
Northwest states and Idaho, recent re- 
cipients of natural gas, still draw a sub- 
stantial part of their heating customer 
gains from conversions. A similar pat- 
tern was experienced in the other re- 
gions where many utilities have changed 
over to natural gas in recent years—the 
Middle Atlantic region, third in abso- 
lute increase, and the New England 
states, second in percentage gain in resi- 
dential heating customers, despite lim- 
ited growth in total number of residen- 
tial customers in both regions. 


More gains foreseen 


The industry anticipates adding an- 
other 3,564,000 gas heating customers 
during the years 1961, 1962 and 1963, 
in response to the American public's 
continuing demand for gas heat. It is 
expected that two thirds of the addi- 
tions (2,377,000) will be in newly 
constructed homes and the balance 
(1,187,000) in existing dwelling units, 
through conversion. The proportion of 
new heating installations attributable to 
new housing, as well as the total number 
of such installations, is expected to in- 
<zease somewhat over the three year pe- 
riod as homebuilding activity improves 
and as the existing inventory of poten- 
tial conversions is whittled away. It 
should be emphasized that the antici- 
pated additions referred to in these 
pages represent increases in number of 
heating customers, rather than expected 


a cerca 


sales of heating units, since a given 
home may employ more than one piece 
of gas heating equipment, especially ig 
the case of direct space heaters, floor 
furnaces or vented recessed wall heaters, 

In the next three years, companies in 
the East North Central region expect tp 
add 985,000 gas heating customers to 
their lines, the greatest number forecast 
for any region, and accounting for 
nearly 28 per cent of the total national 
anticipated additions. Although the spate 
of conversions in existing dwellings, re. 
sulting from increased natural gas avail. 
ability and the easing of restrictions 
that took place in 1960, will taper of in 
the next three years, nevertheless 46 per 
cent of the incremental heating custom. 
ers in this region will be found in ex. 
isting dwellings. 

Loosening of natural gas supply and 
extension of gas service to dozens of 
new communities also explains why half 
of the next three years’ increase in heat- 
ing customers in the neighboring West 
North Central states are similarly ex- 
pected to be found in existing dwellings. 

The region with the second largest 
forecast gain is the large, fast-growing 
Pacific region, where the next three 
years are expected to see an additional 
614,000 heating customers. Of these 
new customers, 89 per cent are expected 
to be found in new homes, although ia 
the Pacific Northwest states the recent 
arrival of natural gas still makes com 
versions to gas heating from other fuels 
an important factor. 

Ranking third in anticipated house 
heating growth is the populous Middle 
Atlantic region, where addition of 494; 
000 heating customers is expected by 
the end of 1963. The New England te 
gion ranks first in rate of growth, with 
expected increases in heating customets 
averaging approximately 9 per cent 4 
year for the next three years. 

Thirty-seven utilities reported having 
either complete or partial restrictions 
on new gas heating installations as of 
December 31, 1960. (Complete resttic 

(Continued on page 41) 
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Cryogenic storage of 





IGT staff and A. G. A. supervising ¢ i b 


By WILLIAM F. MORSE 


Research Engineer 
American Gas Association 


he need for natural gas storage near 

the point of use, in order to combat 
the winter peak—summer valley gas 
demand problem and operate gas trans- 
mission facilities as near 100 per cent 
capacity as possible, is continually in- 
creasing. 

In recognition of this fact, the Gas 
Operations Research Committee of the 
American Gas Association, W. D. Mc- 
Elroy of U.G.I., chairman, initiated in 
1959, at the Institute of Gas Technol- 
ogy, research project PB-35, ‘‘Non-Con- 
ventional Storage of Natural Gas.” The 
purpose of this PAR Plan activity was to 
evaluate all possible methods of natural 
8as storage—other than by presently 
accepted methods—and to conduct re- 
search on the development of the most 
attractive approaches. 

Various schemes were considered, in- 
cluding adsorption on solids and ab- 
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sorption in liquids such as propane and 
butane. While these approaches are tech- 
nically feasible, a minimum analysis in- 
dicates that the economics are not favor- 
able under present conditions. However, 
one means of storing natural gas did 
attract immediate attention—storage in 
the liquefied state. 

About this time considerable interest 
was being expressed in liquefied natural 
gas, primarily due to the successful voy- 
ages of the “Methane Pioneer’’ in its 
test runs from Louisiana to England. 
The attractiveness of LNG storage is 
obvious. Depending on the exact com- 
position of the natural gas, somewhat 
over 600 cubic feet of natural gas at at- 
mospheric temperature and pressure can 
be stored as one cubic foot of liquid 
natural gas at —259°F and atmospheric 
pressure. 

The gas utility industry has two inter- 
ests in LNG; the receipt of LNG by 
tanker from foreign gas sources and, of 
much more significance, the liquefaction 
and storage of off-peak pipeline gas for 


s view test of concrete tank for underground LNG storage 


regasification in the winter during pe- 
riods of peak demand. A number of 
northeastern gas utilities and the trans- 
mission companies serving them are seri- 
ously evaluating the installation of LNG 
facilities for the latter approach to stor- 
age at the point of use. A “typical LNG 
plant” might be a liquefaction facility 
liquefying 10,000 Mcf per day of pipe- 
line gas for 200 days, and storing for 
regasification at the rate of 200,000 
Mcf per day 10 days in the winter. 
Exact requirements, of course, would 
vary from company to company. 

The research supervising committee, 
under the chairmanship of M. D. Crane 
of The Peoples Gas Company, assigned 
to guide Project PB-35, was well aware 
of the entirely satisfactory method of 
storing LNG in double-shell metal tanks, 
which usually employ an aluminum 
inner liner and a carbon steel outer wall, 
with insulation in between. However, 
the question was raised of the possibility 
of storing LNG underground. Also 
about that time, attention was drawn to 
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the 16,000 bbl. double-walled prestressed 
concrete tank the Preload Corporation 
had constructed about 10 years ago at 
the*Linde Company's east Chicago plant, 
for the storage of liquid oxygen 
(—297°F). After further discussion, it 
was apparent that prestressed concrete 
was an entirely acceptable structural ma- 
terial for cryogenic (low temperature) 
storage. While above ground designs had 
been worked out and tested, no consid- 
eration had been given to below ground 
concrete tanks. 

The research committee had these 
alternatives to consider: storage of LNG 
in mined caverns, in quarries and in 


buried concrete tanks. All three ap- 
peared to offer substantial cost savings 
over above ground metal tanks for large 
quantity storage. However, the first two 
methods were limited to locations hav- 
ing suitable geological formations. The 
latter was not; for this reason work in 
1960, and to date in 1961, has been 
concentrated on below ground concrete 
tank storage. A preliminary cost esti- 
mate indicated that buried (just be- 
low the surface) prestressed concrete 
tanks in large unit sizes (150,000- 
300,000 bbls.) may be only one-half as 
expensive as above ground metal tanks. 
This would be a significant saving, espe- 
cially as the cost for the storage phase 
of the LNG facilities being considered is 
one half or more of the total investment. 
Labor and operating costs are relatively 
low. As little can be done to substan- 
tially reduce liquefaction and regasifica- 
tion equipment costs, the only real po- 
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tential for cost reduction is via new 
storage concepts. 

Storage of LNG underground offers 
several real advantages. First of all, it 
should be possible to build a simpler 
unit by elimination of one of the two 
walls employed in above ground struc- 
tures. The frozen ground surrounding 
the facility also ‘‘acts as a tank.” Sec- 
ondly, insulation requirements are re- 
duced as the ground serves as an in- 
sulating material. Thirdly, there are 
intangible safety and public relations 
advantages in employing underground 
storage methods. Although no official 
decisions have been reached in regard to 


Lab apparatus for 
testing soil and rock 
heat conductivity and 
soil freezing pressure 


buffer zone requirements for LNG stor- 
age, it would appear that below ground 
construction would require less land 
buffer area than corresponding above 
ground storage. 

Experimental work at I.G.T. during 
early 1960 consisted of: heat “gain” 
studies to determine if boil-off rates 
could be kept to a tolerable level with- 
out resorting to excessive insulation ; 
construction and testing of small concrete 
structures; and, of most importance, at- 
tempts to determine the behavior of 
various types of soil at these low tem- 
peratures. All of this work in 1960 gave 
optimistic results. 

Thus, early in 1961, a design study 
was initiated at the Preload Corporation, 
builders of prestressed concrete struc- 
tures, under A. G. A. sponsorship, to 
design a 1000 bbl. (8’ high x 30’ diam- 
eter) prestressed concrete demonstration 
tank to be constructed later this year, if 


findings are favorable. 

In addition, Preload is designing 4 
commercial-size unit of 285,000 bbl. (1 
billion cu. ft. of natural gas equivalent’. 
Preload also is preparing a detailed cost 
estimate to ensure that nothing is ove, 
looked in the preparation of the smajj 
tank design and to confirm earlier Cost 
estimates. This effort was scheduled to 
be completed in July, 1961. 

One point of interest that should be 
pointed out is that a continuous thin mety] 
liner will be employed in these designs 
as a methane barrier on all surfaces of 
the tank. 

In a parallel effort, the Institute of 
Gas Technology, in addition to filling 
the gaps in regard to properties of ne. 
essary structural materials and testing of 
the bottom joint seal, is developing 4 
frozen soil pressure test procedure 
allow prediction of pressure exerted 
externally on the tank by the frozen soil, 

The Portland Cement Association Lab. 
oratory in Chicago has given consider. 
able assistance in the development of 
concrete design data at these unique low 
temperature conditions. 

There are two possible sources of & 
cessive external pressures on the tank 
due to the frozen soil. First is the e& 
pansion of the water in the ground due 
to freezing. This should not present any 
problem at low soil water content or as 
long as the moisture is free to move 
away from the cold zone asthe freezing 
progresses outward. The second poten- 
tial problem is due to frost lens form 
tion such as results in ground heaving 
Frost lens formation is not a completely 
understood phenomenon. However, by 
means of the test device and procedure 
developed by IGT, it appears that tt 
will be possible to predict and determine 
in what soils frost lens will form and 
under what circumstances. Preliminay 
indications are that this can only oc 
in soils having a particular, narrow range 
of particle size at a specific rate o 
change of freezing temperature in the 
soil. This may occur too far away from 
the tank to be harmful. Thus it would 
appear that such situations can be avoided 
when present by use of selective back: 
fill, amount of insulation or other meats 

The majority of the IGT laboratoy 
work should be completed in July, with 
a decision being reached at that time 4 
to the construction and testing of the 
1000 bbl. demonstration tank this fal. 
Liquid nitrogen (—320°F), because 
its availability, will be employed. 
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A stock market expert tells what the 
gas industry must do to compete for investment funds 


Marketability of gas securities 





By L. SANFORD REIS 


President 
Reis & Chandler, Inc. 


efore expressing any suggestions on 

how to improve the quality and rat- 
ing of securities, I think it should be 
noted that natural gas distribution com- 
pany common stocks are not exactly 
unpopular with investors at present and 
have become strikingly more popular 
over the past decade. Undoubtedly a 
portion of this enhancement in value 
and the esteem in which these stocks 
are held is attributable to the job of 
work done by the industry, and a por- 
tion to the recent spirited enthusiasm of 
the human race for common stocks of 
diverse sizes and shapes, with but few 
notable exceptions. Under present con- 
ditions of investors’ psychology, the best 
way to enhance stock market prices (if 
these can be deemed to be synonymous 
with values) would be for all gas com- 
panies to become small electronic com- 
panies. This suggestion I do not make. 

On April 15, 1961 a practically com- 
plete list of natural gas distribution com- 
pany common stocks was appraised by 
investors at about 18 times recent earn- 
ings; three years ago this appraisal was 
14¥, times ; five years ago it was 14 times; 
and 10 years ago it was 13 times. The 
stocks of the most highly regarded estab- 
lished companies sell for about 24 times 
famings currently. This should be of 
some comfort to you people who man- 
age the financial policies of the gas 
companies in keeping stockholders happy 
and contented and in raising equity cap- 
ital. In the absolute, it indicates finan- 
cial vigor, investor confidence and op- 
timism for the future. 
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In the relative, however, the investors 
have been even more enthusiastic about 
the electric companies’ common stocks. 
The most highly priced electric company 
common stocks go for over 30 times earn- 
ings currently. A complete cross section 
of these companies is now appraised at 
21 times recent earnings; three years ago 
the appraisal was 15 times; five years ago 
1514 times and 10 years ago at 11 times. 

What are some of the things the gas 
industry can do to improve the position 
of the industry and move toward equal- 
ity with the electric industry in the minds 
of investors ? 


Division detrimental 


First, the gas industry, producers, 
pipeliners and distributors, are, in some 
investors’ minds, fragmented, mutually 
suspicious of each other and generally 
unable or unwilling to present a united 
front, work for the consumer good and 
together promote their product, natural 
gas. Producers are not always able to 
see the pricing problems of the distribu- 
tor; pipeline companies are not always 
willing—and of course are under no 
legal compulsion—to meet the needs of 
their distributor customers; and distribu- 
tors are probably not sufficiently sensi- 
tive to the problems of their direct and 
indirect suppliers. Let me cite an ex- 
ample. Legislation is under considera- 
tion and is sponsored by the National 
Association of Railroad and Utility Com- 
missioners, the effect of which would be 
to prohibit consecutive rate increases by 
pipelines (whether required or not), 
extend the period of time (the suspen- 
sion period) before which applied-for 
rate increases can be put into effect 


pending decision and escrow pipeline 
revenues subject to refund. Although 
the reasons inducing such proposals are 
understandable and the immediate effect 
of their enactment would be to enhance 
the status of the distribution company 
vis-a-vis the pipeline supplier, in the 
long run any strait-jacketing of one seg- 
ment of the industry is bound to have 
an impact on another. It would appear 
to be myopic for the distributors to ap- 
plaud a solution of a regulatory prob- 
lem which, in the words of Mr. L. T. 
Potter, president of the A. G. A., attacks 
the results of, rather than the causes of, 
poor regulation. In short, I think the 
segmented gas industry would enhance 
its position and its security values by 
uniting more closely in dealing with 
industrywide problems. This segment- 
ing is, of course, not a problem of, nor 
a publicized difficulty of, the electric 
companies, who, together with all in- 
dustry and governments, are competing 
against the gas industry for the investors’ 
dollars. 

Second, a large forward step would 
be taken if it were possible to build a 
gas appliance industry and related sales 
effort even partially comparable to one 
with the strength and sales techniques 
of the large electrical appliance manu- 
facturers. Relatively, the gas appliance 
people—and I imply no criticism—are 
with few exceptions small and compara- 
tively unknown compared to the electric 
appliance giants. Brand names to the 
prospective purchaser of a gas appliance, 
although well-known, are in no sense 
embedded in the public mind to the 
degree that electric appliance brand 
names are. I don’t know what force is 

(Continued on page 21) 
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Midwest Industrial Gas Council meets in Gary, Indiana 


he two-day spring meeting of the 

Midwest Industrial Gas Council was 
held this year in Gary, Indiana, May 25 
and 26. 

Following custom, the first day was 
devoted to a program of papers, and 
the second day to plant tours. 

During the morning session, D. W. 
Wilson, chemical engineer, Arthur G. 
McKee Company, Cleveland, spoke on 
the “Use of Natural Gas in Blast Fur- 
naces,”” and described the methods used 
by his company and the equipment sup- 
plied to steel mills for this purpose. He 
was followed by Charles E. Fausel, plant 
superintendent, Chicago Foundry Com- 
pany, who went into detail on ‘Ferrous 
Melting in the Gas-Fired Reverberatory 
Furnace.” Essentially a foundry, his 
company got into the reverberatory fur- 
nace business by being most successful 
in using that type of furnace for its 


own operations. He said many benefits 
are to be derived by using such a furnace 
for ferrous melting and that it con- 
tributes inherent economies to over-all 
foundry operations. 

In the afternoon, William J. Ober- 
miller, community relations representa- 
tive, and D. G. Bangert, assistant super- 
intendent of utilities, both of American 
Oil Co., Whiting, Ind., opened the pro- 
gram. Mr. Obermiller gave a thumbnail 
sketch of refining operations in general 
and those of the American Oil Company 
in particular. Mr. Bangert detailed the 
many specific utility services required 
by a fully integrated refinery. 

‘Fuel Requirements of a Steel Mill” 
were outlined by L. A. Antilla, United 
States Steel Corporation. Mr. Antilla 
placed particular emphasis on the fact 
that natural gas and oxygen have found 
ready acceptance for the atomization of 


fuel oil in open hearth furnaces UP ty 
75 per cent gas. 

Closing the first day’s program, Roh 
ert E. Roberts, manager, air drying di. 
vision, Bryant Manufacturing Company, 
cited many instances of fine gas applic 
tions in his paper on “Opportunities jg 
Air Drying for Gas.” 

A formal luncheon, annual reception 
and dinner also were held that day, 
James C. Sackman, vice president-saley 
Northern Indiana Public Service Cop. 
pany, the host company, was the dinne 
speaker. 

Plant visitation day opened with , 
breakfast and then a tour of the United 
States Steel Gary Works which took aj 
morning, and which constituted prac 
tically a course in steel making, so com. 
plete was the tour. After lunch the group 
toured the American Oil Company; 
Whiting Refinery. 





Meet your 
Association staff 


At A. G. A., as at most gas com- 
panies, there’s the staff, and there’s 
‘the distaff—the Home Service women. 

Distaffer on the A. G. A. staff is 
Ellen Bridges, Home Service coun- 
selor. 

Before coming to A. G. A. last 
year, Mrs. Bridges had been home 
service director for the Gas Service 
Company in Kansas, for almost 20 
years. She participated in many 
A. G. A. home service programs, and 
one of her workshop demonstrations 
was published in a book on demon- 
stration techniques by Mary Brown 
Allgood, nationally recognized av- 
thority at Pennsylvania State Uni- 
versity. 

Mrs. Bridges is a native of Kansas. 
She attended Kansas State College, 
Pittsburg, Kansas, Kansas State Uni- 
versity and the University of Colo- 
rado, and taught vocational home 
economics in two high schools in the 
mid-west. While teaching, she met 
her late husband, Carol. 

When not busy with home. eco- 
nomics, or hunting and fishing with 
her husband, Mrs. Bridges raised 
roses and herbs in her Kansas garden 
and enjoyed cooking and sewing. 

Since coming to New York and 
A. G. A. with the new year, 1960, 
Mrs. Bridges has given up the roses 
due to lack of space, but she still 
enjoys entertaining her friends, and 


cooking and sewing in her apart 
ment on Lexington Avenue near 
A. G. A. Her specialties on her gas 
range are all “typically American 
and probably mid-western.” When 
she went to England last year for 
the London Food Fair, Mrs. Bridges 
helped “wow” the British with some 
good American cooking. 

Even though, as top home econ- 
omist for the gas industry, she is 
always busy traveling throughout the 
U.S. and Canada to contact major 
gas utilities, magazine editors, food 
companies, gas appliance manufac. 
turers and college home economics 
departments, Mrs. Bridges recently 
found time to inaugurate a news 
letter for gas women. Along with 
Margaret Spader, home service con- 
sultant for GAMA, she is publishing 
the “Distaffer.” 

One of the features of this news 
letter is a column on recipes. And 
if anyone knows a recipe for pre 
paring shrimp stuffed with crab 
meat—over a gas flame, naturally 
—Ellen Bridges will be glad to hear 
of it. She is looking for good ideas 
to use in the column, and also needs 
this particular recipe to answer a fe 
quest from one of her fans. 

With Ellen Bridges and the “Dis 
taffer,” the gas industry family op 
pears to be well looked after. 
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Promotion for 
duilders 
sells gas 








successful builder promotion to sell 

apart- gas homes in the heart of TVA ter- 

near ritory has won for Western Kentucky 

or gas Gas Company honors in the Public Util- 

erican ities Advertising Association’s ‘Better 
Copy Contest. 

The gas company’s “Fiesta of Homes’’ 
promotion in June of 1960 won an 
award in the “special promotions’’ cate- 
gory. 

The promotion’s objectives were: 
“to improve relations and encourage 
builder cooperation; to prove public 
acceptance of gas built-in ranges; and 
to promote association of gas appli- 
ances and gas equipment in new homes 
to the public.” Location for the cam- 
paign was the town of Mayfield, Ken- 
tucky. Mayfield has a population of 
about 12,000 and has a municipal elec- 
tric system, which has been using TVA 
power since 1942. 

According to W. W. Selzer, vice pres- 
ident, marketing, Western Kentucky Gas 
Company, the company prior to the 

- Mayfield campaign, had promoted homes 
orl for builders as “‘All-Gas Homes.” 
However,” Mr. Selzer said, “it was 

apparent the builder objected to our 
using his home as a showcase to sell 
gas. So, starting with the Mayfield pro- 
motion, we have promoted more than 

50 homes for builders throughout our 

a territory, placing the major emphasis on 

> “Dis- selling the home, and using the A. G. A. 

ly op: Blue Star Home symbol to gain gas as- 
(Continued on page 40) 
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A. G. A. Personnel Committee 
Edited by W. T. Simmons 


Assistant Personnel Manager 
Philadelphia Electric Co. 


@ Executive development—the tension 
game—In the December, 1960 issue of 
Office Management and American Business, 
Mr. R. M. Smith writes that the patterns of 
business are changing so rapidly today that 
the most valuable training an executive can 
receive is that which will enable him to 
meet all situations intelligently. To fill this 
need, executive development experts have 
created a “game” technique with tension as 
the main ingredient. 

The game is simple. The training group 
simply sits around a table. They have no 
purpose, are probably strangers to each 
other, and are bewildered by the situation. 
Finally, just to break the silence, someone 
says something. Whatever he says repre- 
sents the beginning of a session. Where it 
goes from this point and how it is or- 
ganized depends entirely upon the group 
and the individuals in the group. 

The theory behind this technique is that, 
if individuals are forced to reorient them- 
selves in a totally amorphous situation 
where there is no one to tell them what to 
do or how to do it, they will discover 
things about themselves which they have 
not known before. In short, it. is a process 
of casting a group completely adrift, and 
forcing each member to create a place for 
himself within that group. Tension is the 
keynote; the ability to lead, to organize, to 
develop, to coordinate. These are what 
make, or fail to make, harmonious group 
action. 


@ Health-care dollar drain—Curbs are 
needed to stop the waste and abuse of 
health-care dollars, says Ted Klassen, vice 
president, American Can Company, New 
York. Complaining of the high cost of em- 
ployee health and medical benefits, he sug- 
gests this five-pronged program for man- 
agement to plug the holes “in the dike.” 
(1) Improve administrative procedures 
to see that proper claims are fully satisfied 
while improper claims and abuses are 
stopped. (2) Cooperate with insurance car- 
riers, medical societies, and hospital asso- 
ciations to end misuse of medical money, 
reduce costs, improve quality of care. (3) 
Carry industry's viewpoint to each commu- 
nity. Show that dollars wasted or stolen 
from group benefits are losses to company, 
employee, and community. (4) Convince 
employees that benefit costs are just as 
much a part of wages as the money in their 
pay envelopes, and that dishonesty in 
squeezing out benefit payments can bank- 
rupt the program. (5) Convince labor lead- 
ers that more dollars for direct wages mean 
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fewer dollars left to pay for benefit in- 
creases—and vice versa. 


@ Fat men “melt” on hot jobs—Over- 
weight workers are not for “hot area” jobs, 
cautions Captain David Minard, U.S. Navy 
expert on thermal stress. Experience shows 
excessive loss of man-hours with obese men 
on this type of work. 

A pioneer in the development of methods 
for measuring heat stress, Captain Minard 
studied military men in four U.S. “hot” 
areas and in Panama. More than half the 
cases of heat stroke among the control 
group occurred among obese men. These 
studies produced instruments providing 
simple, accurate field measurement of fac- 
tors contributing to heat stress. 


@ More leisure for what?—Pressure for a 
shorter work week shows no signs of let- 
ting up. The past decade saw the work 
week shrink to five days. And the push for 
a still shorter week continues. That is the 
opinion of Alan C. Filley, faculty member 
at Ohio State University (Columbus), as 
expressed recently in the American Man- 
agement Association’s personal journal. 

He predicts that the four-day week at 
what is now five days’ pay will become the 
general rule in about 10 years, at present 
rates of productivity. More and more lei- 
sure time due to a shrinking work week 
will produce more moonlighting (holding 
down a second job). 

What does moonlighting mean to man- 
agement? Nothing much at present, judging 
from a recent survey, says Dr. Filley. These 
men are criticized only when their work 
suffers through outside activities. 


Dr. Filley states further that this com- 
placency should now be replaced by clear- 
cut management policies to prepare for the 
expected increase in moonlighting. Flexible 
employment rules could be worked out for 
the mutual benefit of both management and 
worker, should the four-day week come to 
pass. Those who want more leisure would 
have it. Others could put in longer hours 
without the burden of overtime pay now 
imposed on employers. Some who want to 
could work even less than the short week. 
Whatever the solution, management must 
face this problem and come up with some 
new answers. 

And what of the unions? Dr. Filley indi- 
cates that they take a dim view of the prac- 
tice of moonlighting. It cuts into the very 
core of their existence—to fight for shorter 
hours so the worker can enjoy his leisure! 


@ Arbitration decision—Arbitrators agree 
problems to face labor and employers will 
multiply in years ahead—This year’s annual 
meeting of the National Academy of Arbi- 
trators in Santa Monica, California, pro- 
duced its share of disagreement and debate 


oe, 


on a wide range of subjects, including pag 
practice, due process, the Supreme Court, 
stand on arbitration, and the respective 
roles of neutrals in collective bargaining 
and of lawyers in arbitration. But on og 
point there was substantial agreement. Tk 
industrial problems facing management an 
labor in the next few years will SUrpass 
anything they have seen so far. 

Past practice, a recurring issue in cop 
tract disputes, especially those involving 
work rules, was explored by arhbitrato, 
Richard Mittenthal in a well-documented 
paper. He listed three elements needed tp 
give a course of conduct the status of; 
practice: (a) clarity and consis-ency; (b) 
longevity and repetition; and (°) accep 
bility as the correct and customary meags 
of handling the situation. In addition, he 
noted, arbitrators must consider the under. 
lying circumstances out of which the prac. 
tice arose and also the degree to which the 
practice is the product of a joint under 
standing, as distinct from an exercise of 
managerial discretion with no intention of 
a future commitment. 

Mr. Mittenthal stressed the importance 
of distinguishing between a practice and 
the results of a practice. As an example he 
took the case of a plant having two seps- 
rate electrical crews, one for existing equip 
ment and the other for new installations 
Practice over the years had been to give 
overtime work on any job to the crew that 
was actually working on that job, and over 
the years this had worked out in such i 
way that both crews had about the same 
amount of overtime. Mr. Mitténthal added: 

‘From these facts, it cannot be said that 
equalization of overtime thereby became a 
practice. The equalization was simply one 
of the consequences, probably unintended, 
of applying the overtime assignment prac 
tice. If a practice were defined in terms not 
only of its subject matter, but its cons 
quences as well, it would surely develop: 
breadth far beyond what was originally it 
tended.” 

An important function of practice, Mr 
Mittenthal noted, is in implementing get 
eral contract language, for example sud 
phrases as “just cause’’ and “circumstances 
beyond the employer's control.” At the 
same time he questioned whether practice 
alone can be the basis for modifying cleat 
contract language. He goes along with 
those arbitrators who believe that practice 
should prevail over specific contract lam 
guage only if the proofs are sufficiently 
strong to warrant saying there was 4 mt 
tual agreement to modify the contract It 
this situation it is the mutual agreemett 
rather than practice, that justifies the a 
bitrator in concluding that the contract his 
been modified. 

Mr. Mittenthal examined and discarded 
several theories arbitrators have applied i 
cases where past practice has been an issié 
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Some decisions, he said, enforce only those 
practices concerning “major” conditions of 


employment as contrasted to “minor” con- 
ditions, but this test is said to suffer, 
among other things, from being vague and 
inexact. On the same grounds, he criticized 
the theory of enforcing only those practices 
which involve “employee benefits,” while 
permitting changes in practices involving 


“basic management functions.” This test is 
said to encourage the arbitrator to work 
backwards from his decision, thus provid- 
ing him with a rationale rather than a rea- 
son for his ruling, since most practices can 
be looked on as either benefits or manage- 
ment functions, depending on the view- 
point. 

Mr. Mittenthal concluded by endorsing 


the test proposed by the late Harry Shul- 
man, who served for many years as umpire 
under the Ford-UAW agreement. Mr. Shul- 
man believed the controlling question in 
cases of this kind was whether or not the 
practice was supported by mutual agyree- 
ment. (Further discussion of these meetings 
will appear in later issues.) 








Securities 
(Continued from page 17) 

resently available to endeavor to create 
fewer and stronger companies in the gas 
appliance field by merger or consolida- 
tion, but if this could be accomplished, it 
would, if accompanied by powerful sales 
promotion efforts, better the whole as- 
pect of natural gas distribution and the 
attractiveness of the industry. The gas 
appliance manufacturing business now 
may be likened to the automobile manu- 
facturing business 40 or 50 years ago, 
with many small manufacturers compet- 
ing. It would be far healthier if this 
situation could be changed and fewer 
but stronger gas appliance manufacturers 
were producing and merchandising their 
product. 

Third, I think the gas industry does 
a job inferior to the electric people in 
putting its best foot forward. Its reports 
to its stockholders are, perhaps neces- 
sarily, often devoted to lamentations 
over regulatory problems, competitive 
difficulties, restrictions on growth in 
sales and elaborate footnotes qualifying 
financial statements. The electric people 
are pounding away at increased use per 
customer, technological progress, the 
market for electric heating and now 
even electric automobiles. I don’t sug- 
gest for a moment that vapid general- 
ities and breast beating are going to 
impress investors, particularly experi- 
enced analysts and other professionals 
of the calibre comprising this audience, 
but I feel, nevertheless, that the pres- 
entation of the pluses could be handled 
better. For example, I suspect that some 
investors now believe that the electric 
people are making great headway in res- 
idential electric space heating compa- 
table to the growth the gas companies are 
achieving. This is not true. One large 
gas system, located in a mature area 
where natural gas has been sold for 
decades, added 34,700 residential heat- 
ing customers in 1960 and had approxi- 
mately 1,200,000 such customers at the 
end of the year. The electric company, 
serving about the same number of resi- 
dential customers in the same general 
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area, put in 6,200 electric heating in- 
stallations last year, had 25,800 at the 
end of the year (including 2,000 elec- 
tric heating installations of their own 
employees) and made quite a fuss over 
it. The gas company rather took it all 
for granted. In the whole United States 
in the 1958-1960 period about 347,000 
homes, including motels in the category 
of homes, put in electric heating. In the 
same period, about 3,600,000 homes put 
in gas heating in this country. Despite 
all the fanfare, in the whole United 
States only about 15,000 residential heat 
pumps are installed annually, a drop in 
the bucket compared to the number of 
gas heating installations made. 

In short, I think the gas industry can 
do thore to accentuate the positive than 
it has in its relation with the financial 
community and investors. Let the in- 
vestors know more specifically what is 
being done in research, in new appli- 
ances, in new uses for gas and in long- 
range planning for gas supply and fur- 
ther market development. 

Fourth, I doubt if investors realize 
fully that, quite consistently, the gas dis- 
tribution companies earn a better return 
on the capital employed than the electric 
companies. 

To me, this demonstrates vigorous 
effort in capturing the market for natu- 
ral gas. It also reflects alertness in pros- 
ecuting rate revisions to overcome the 
rises in purchased gas costs, the largest 
expense item on the books, as well as 
higher wage costs and taxes. Continued 
effort in keeping rates in line with costs 
is unpleasant but a part of the gas busi- 
ness that is absolutely essential. Fur- 
thermore, since regulation is such an im- 
portant force in determining earning 
power of gas utilities (and others as 
well), I think that more emphasis should 
be placed in reports to stockholders as 
to management accomplishments in this 
important aspect of the business. Instead 
of bemoaning the fact that a rate case 
has taken X months and that the record 
contains X thousand pages of testimony 
and X thousand pages of exhibits, sum- 
marize the testimony and exhibits pre- 


pared by the company, its counsel and 
its experts; indicate the anticipation of 
regulatory problems by the management 
and the steps taken to promote a con- 
structive solution. Most managements 
are alert and forward-looking in an- 
ticipating regulatory problems, but the 
investors are probably less aware of the 
alertness than they should be. 

Fifth, and as a partial substitute for 
repricing through rate proceedings, I 
think that gas companies give the im- 
pression—"‘image,”” if you like—of be- 
ing less lively, alert and forward-looking 
than their electric company counterparts 
and that their future expansion potential 
is more limited than the facts warrant. 
About 39 to 40 million households in 
the country have gas service, either from 
the mains or from liquefied petroleum 
gas in tanks or cylinders. This is about 
75 per cent of the households and indi- 
cates that the potential of greater satura- 
tion is present. Electricity already serves 
about 96 per cent of the market and, 
therefore, is largely limited to increased 
use per customer rather than to rapid 
growth in new customers, excepting of 
course some extraordinary areas. In the 
long run, the gas company with the 
zestful, alert and thrifty operation and 
attractive impression will command more 
investor, as well as consumer and regu- 
latory respect. I believe that in the pub- 
lic’s mind, the electric people appear, 
correctly or incorrectly, to have more zip 
than the gas people, that they appear to 
be solving their problems without re- 
pricing to the extent that the gas com- 
panies do, that their techniques are more 
modern, streamlined and progressive. In 
general, the public is quite uninformed 
on the gas industry and what makes it 
tick. I think it has far more feeling of 
and understanding of the electric and 
telephone industries. It behooves the gas 
distributors, therefore, to push hard to 
do a better information job and to be a 
shining, well-known and progressive 
light in their service areas. Inevitably the 
radiant effect will penetrate to security 
value enhancement and to a higher re- 
gard for the securities. 
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otal sales of gas to ultimate consumers 

during April 1961 amounted to 8.7 
million therms. This represents an in- 
crease of 3.1 per cent over April 1960, 
lifting the April A. G. A. Index of Gas 
Sales 8.7 points to 290.6. Because of 
cycle billing among larger gas utilities, 
the current sales reflect a portion of the 
sales actually made in March. 

During April 1961, residential, com- 
mercial and other consumers used 5,082 
miilion therms of gas, an increase of 
1.9 per cent above the 4,987 million 
therms of gas sold during April 1960. 
This increase in sales was achieved de- 
spite milder weather in April. Sales of 
gas to industrial consumers aggregated 
3,620 million therms, an increase of 
4.8 per cent above the same month of 
1960. The index of industrial produc- 
tion measured by the Federal Reserve 
Board was 160, a new high for 1961 
and is now a scant five points behind 
April 1960. In February, in the pit of 
the recession, the gap was 11 points. 

Sales of gas during the 12-month 
period ending April 30, 1961 amounted 
to 91,477 million therms, which repre- 
sented a 1.9 per cent rise above the 89,- 
743 million therms sold in the previous 
12-month period. Natural gas sales 
during the period were 2.0 per cent 
higher than the previous year totaling 
89,160 million therms. Manufactured 
and mixed gas sales during the current 
period amounted to 2,317 million 
therms, equivalent to a 0.4 per cent de- 
cline from the comparable period, one 
year earlier, reflecting the conversions 
from these types of gas to natural gas 
since last year. 

Shipments of appliances have begun 
to reflect the building projects delayed 
by weather in previous months and 
gotten underway in March 1961. For 
the first time in a year, shipments of gas 
ranges were up. The month of May saw 
160,100 units shipped, up 10 per cent 
from May of 1960. Shipments of gas 
fired central heating equipment in May 
were up 4.0 per cent. 
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Prepared by A. G. A. Bureau of Statistics 


SALES OF GAS AND ELECTRIC 


RESIDENTIAL APPLIANCES DURING MAY, 1961 


(WITH PER CENT CHANGES FROM THE CORRESPONDING PERIOD OF THE PRIOR YEAR) 


May 





Per Cent 


Units Change 


RANGES (including built-ins) 
Gas 
Electric 

WATER HEATERS 


Gas 
Electric 


160,100 
n.a. 


+10.0 


215,600 


87,020 
68,600 
10,920 

7,500 


+ 49 


n.a. 


+ 4.0 


+ 2.8 
+17.8 
— 26 


GAS HEATING—Total 


Furnaces 
Boilers 
Conversion Burners 


OIL-FIRED BURNER 
INSTALLATIONS 
DRYERS 


Gas 
Electric 


n.a, 
n.a. 


n.a. 
n.a. 


April 


Units 


136,300 
128,400 


266,700 
62,500 


78,647 


63,800 
8,926 
5,500 


39,043 


14,949 
31,093 


Per Cent 
Change 


—12.9 
+ 0.4 


423.4 
+ 96 


— 7.0 


5.5 
9.5 
—23.6 


+ 3.6 


—15.0 
—13.0 


First 4 Months, 196] 
Ls 


Per Cent 
Units 


526,700 
514,100 


961,400 
247,100 


302,025 


244,700 
34,604 
22,300 


145,358 


106,006 


206,627 —140 


Sources: Gas Appliance Manufacturers Association, National Electrical Manufacturers Association, 
“Fueloil and Oil Heat,” and American Home Laundry Manufacturers’ Association. 


GAS SALES TO ULTIMATE CONSUMERS 
BY UTILITIES AND PIPELINES DURING APRIL, 1961 


(MILLIONS OF THERMS) 


Month of April 


Twelve Months Ending April 0 





1961 1960 


Per Cent 


Change 


1961 


Per Cent 


1960 Change 





8,451.3 

250.0 

8,701.3 
x: cial, and 

5,081.8 

3,619.5 


8,197.9 
243.8 
8,441.7 


Natural gas 
Manufactured and mixed gas 
Total gas 


tel 





4,987.2 
3,454.5 


other 
Industrial 
Indices (1947-1949 — 100) 
Total gas sales (A. G. A.) 
Residential, commercial, and 
other (A. G. A.) 
Industrial (A. G. A.) 


290.6 281.9 


326.7 
235.3 


332.9 
246.6 


+3.1 
+25 
+3.1 


+19 
+4.8 


+3.1 


+19 
+48 


89,160.3 
2,316.9 
91,447.2 


46,256.3 
45,220.9 


87,417.8 
2,325.3 
89,743.1 


44,749.1 
44,994.0 


PERTINENT BUSINESS INDICATORS, MAY, 1961 
(WITH PER CENT CHANGES FROM THE CORRESPONDING PERIOD OF THE PRIOR YEAR) 


May 


1961 


164.0 
n.a. 


125.0 


Industrial activity, FRB (1947-49 — 100) 
Consumer prices (1947-49 — 100) 
Housing starts, non-farm (thousands) 
New private construction expenditures 


($ million) 3,292 


Per Cent 


1960 


Change 


1961 


April 





167.0 
126.3 
128.2 


3,265 


—18 
—2.5 


-+.08 


160.0 
127.5 
115.9 


n.d, 


3,030 
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NIPSCO’s new post card delinquent form. Left, the 
forms move over pin-fed platens. Below, card opens 
when edge is torn off. At right, humorous message 





Delinquent notices on post cards 





g April 30 
Per Cent 
Chonge By E. M. ALT bill is past due is visible only after a our Office Copy which goes through a 
ary . ; erforated edge has been torn and half reat deal of handling and ends up go- 
iy yc ane ery ? - of the sega notice folded back by o out with the SONP. (Shut off for 
+19 d nt Treasurer By : 
Northern Indiana Public Service the recipient. Non-Payment) serviceman. 
+34 Company Although this method of concealing Also, the notice seems to have stimu- 
} 05 Hammond, Indiana the overdue statement has satisfied the lated collections, although it would be 
post office, it still requires four cents hard to put a finger on exactly why or 
A newly designed delinquent notice, in postage. how. 
postcard form, has speeded typing We have as many as 13 typists and The Northern Indiana Public Service 
and entirely eliminated the time-con- clerks sending out the delinquent no- Company (NIPSCO) dates from the 
suming and tedious tasks of stuffing and _ tices, and the new continuous forms save beginning of the utility industry in 
sealing 60,000 envelopes a month at the each some 30 minutes a day. Control- northern Indiana in 1853. 
R YEAR) Northern Indiana Public Service Com- punched along the margins, the forms NIPSCO provides gas and electric 
pany. move over pin-feed platens. Alignment service to an area covering the upper 
= This notice is not in violation of post and registration are exact, automatic, one third of the State of Indiana, ex- 
pe 4 office regulati ai dunni d no | roblem, as they were tending from Illinois on the west to 
Chonge guiations against dunning a and no longer a p . y Zz 
- person for an overdue bill on a visible, with the friction-fed forms we previ- Ohio on the east, and from Michigan 
: +19 postcard-type document. ously used. on the north to the Wabash River on 
, 61 Key to the post office approval is the In addition, the new form is much _ the south. 
, 4 fact that the actual notification that the sturdier. This is especially important for Over a million and a half people— 
mMONTHI! 
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more than 37 per cent of the state’s 
population—live in our territory, where 
45 per cent of its industrial output is 
produced, 41 per cent of its farm prod- 
ucts raised, and 38 per cent of all re- 
tail sales made. We serve more than 
260,000 electric customers and 280,000 
gas customers. 

The problem of keeping up on col- 
lections is, of course, an unending, con- 
tinuous task. Our goal is to do this with 
least effort, time and cost. 

As a result, the author and a represent- 
ative of UARCO Incorporated created 
and designed the new delinquent notice 
form. It was tested in two of our large 
districts and two small ones in Septem- 
ber, 1959. Having worked successfully 
and with good customer acceptance, we 
began using the form company-wide 
shortly after. 

It is a five-part, carbon-interleaved, 
continuous, Control-Punched delinquent 
notice form. 

Parts one and two make up the Mem- 
orandum Notice; parts three and four 
the Final Notice; and part five is the 
Office Copy. 

The Memorandum Notice is printed 
in blue; the Final Notice in red. 

On the left front of each, below the 
amount due data, is printed : “TMPOR- 
TANT MESSAGE INSIDE” and an 
arrow points to the left margin where 
“TEAR AND FOLD HERE” is im- 


printed in conspicuous type. 

By following these instructions, the 
customer finds at the left the carbon of 
the amount due data from the front of 
the card and, at the right, our message. 

The message on the Memorandum 
Notice has a drawing of ‘Peppy Flame,” 
our gas trademark, sitting on a tree 
stump, his chin in his hand. He looks 
just a little sad as he says: 

“HEY FOLKS! YOU FORGOT ME 
THIS MONTH. Our records show your 
account is past due. Please send us your 
check so I can go on working my blaz- 
ing little head off for you. (Signed) 
Peppy Flame. P. S. If your payment has 
already been made, please accept my 
thanks. Northern Indiana Public Service 
Company.” 

The message on the Final Notice 
reads: 

“FINAL NOTICE. Our records in- 
dicate your account is overdue. Unless 
this account is paid within five days 
from the date on this notice, we must 
discontinue your service. If service is 
discontinued, a reconnection charge of 
$1.00 per meter will be made. If your 
payment has been made, please accept 
our thanks, and disregard this notice. 
Northern Indiana Public Service Com- 
pany.” 

The Office Copy, of course, has all 
the original data carboned through and 
also has a box where the date stamps of 


Northwest Natural Gas Company constructs new building 


the two notices may be applied, a boy 
for remarks, and a box for meter num, 
ber, date shut off, by whom, etc, fo 
use of the S.O.N.P. serviceman. It thus 
serves as a complete record of the traps. 
action. 

When the delinquent notices are pre. 
pared, typed on the left portion of the 
postcard size form are: the town jp 
which our office is located, the date due 
account number and amount due (broken 
down into gas penalty, electric penalty, 
utility and merchandise). Typed at the 
right are the customer’s name and address 

The carbon is then removed, the - 
tices are burst and separated into their 
three sets. Each two-part notice remaigs 
a unit, thanks to UARCO’s glue 
E-Z-Linkt fastening at the Margins, 

A date stamp is applied to the Office 
Copy and the Memorandum Notice, ang 
the latter is mailed. 

If the bill isn’t paid, a date stamp is 
applied to the Final Notice and Office 
Copy, the Final Notice is mailed and the 
Office Copy placed in a postdated file. 

If the bill still isn’t paid, the Office 
Copies are put in account number order 
and used to prepare daily S.O.N_P. lists 
which include: account number, name 
address, gross amount due, and deposit 

The Office Copy then becomes the 
Service Order for the S.O.N.P. service. 
man. 

When the customer pays, his notice | 
(either Memorandum or Final) becomes 
his receipt. The clerk places the notice | 
in a machine which perforates PAID, 
machine number, date and cashier num 
ber in both halves of the notice. The 
larger portion, the front of the postcard ’ 
form, is given to the customer for his 
receipt; the smaller, second part of the 
form, is the cash stub for NIPSCO. 

The previous notice was similar ia 
that it, too, required only one typing 
and carboned through the successive 
notices and Office Copy. However, the 
past due notification was plainly visible 
and necessitated the form being stuffed 
and sealed in window envelopes. 

An additional advantage, although 
hard to document and evaluate, is that 
of improved collection and customer a 
ceptance. 

As an example of this, we recently 
received the reminder portion of 3 
Memorandum Notice in the mail from 
a customer who wrote beneath the pi 
ture of Peppy Flame: “Cheer up, Peppf 


Construction is now underway on this three story, 90,000 foot service center for Northwest Natu- 
ral Gas Company in Portland, Oregon. The new building is part of a $3 million building program 
scheduled for completion in April of 1962, and is designed to house approximately 600 employees 


it’s on its way.” 
And it was. 
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Safety meet calls operating men 





his year's Annual Accident Preven- 
Tice Conference will be held in Dal- 
las, Texas, at the Statler Hilton Hotel, 
September 12 and 13, with the Lone 
Star Gas Company and the Southern 
Union Gas Company acting as co-hosts. 

B. J. Lorenz, manager of safety for 
the Northern Indiana Public Service 
Company and chairman of the Ameri- 
can Gas Association Accident Preven- 
tion Committee, says, ‘This conference 
is just what the operating man or- 
dered.” J. A. Hickey, safety coordinator 
for the Southern Union Gas Company 
and chairman of the Southern. Gas As- 
sociation Accident Prevention Council, 
has said, “This is the first safety con- 
ference I've been involved in where 
there has been so much effort made to 
help the line operating supervisor.” 

Charlie R. Williams, safety director 
for The Gas Service Company of Kan- 
sas City, Mo., and chairman of the 
Program and Speakers Subcommittee, 
points out that this is one safety con- 
ference where line operating supervi- 
sory personnel will have an opportunity 
to meet and quiz representatives from 
companies throughout the United States 
and Canada, who have done and are do- 
ing an outstanding job of controlling 
and preventing employee accidents and 
injuries. 

At the “Safety Ideas, Devices and 
Materials Display,” organized and su- 
pervised by H. T. Jayne, safety supervi- 
sor of the Philadelphia Gas Works, the 
line supervisor will actually see, and in 
many instances be able to secure, copies 
or get precise information on safety de- 
vices, ideas and materials prepared and 
successfully used by other gas companies. 
He will be able to sit down in small 
workshop sessions around a conference 
table and get representative answers to 
my Operating safety problem or ques- 
tion he cares to bring up for discussion. 
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He will be able to choose and be with a 
group of men with similar interests and 
problems. He will also have the oppor- 
tunity of hearing Clayton Nairne, ex- 
ecutive vice president, New Orleans 
Public Service Inc., and first vice presi- 
dent, the Southern Gas Association, tell 
what he believes constitutes ‘Manage- 
ment Leadership in Safety.” 

As an added attraction, before ad- 


CHARLIE R. WILLIAMS 
Conference Chairman 


journment of the conference, a gas in- 
dustry representative, who has just re- 
turned from a tour of gas industry 
installations in Russia, will report on 
how we compare with Russia in the area 
of gas industry employee safety. 

Awards, again, will be presented to 
companies in recognition of their con- 
tributions to the gas industry's contin- 
ued reduction in disabling injuries. This 
year will be the first in which an award 
will be presented to companies for re- 
ducing their motor vehicle accident rate 
25 per cent or more when compared 
with their 1959 rate. 


Thomas J. Berk, safety consultant, 
Metropolitan Life Insurance Company, 
and current chairman of the National 
Safety Council Industrial Conference 
Off-The-Job Safety Committee, will 
address the general session. He will 
give delegates the background story on 
United States industries’ ‘‘off-the-job” 
safety program. He will point out the 
real, tangible advantages to both em- 
ployees and management that result 
from formal and effective off-the-job 
safety programs. 

For the first time since the gas in- 
dustry endorsed and approved the 
American Standards Association’s 
Method of Recording and Measuring 
Work Injury Experience (Z16.1-1954), 
representatives from companies attend- 
ing the conference will have an oppor- 
tunity to ask questions of a national 
authority on the standard, Mr. Gene 
Miller, director of the National Safety 
Council’s statistical department and a 
long-time member of the Standard’s In- 
terpretations Committee. Delegates plan- 
ning to attend are urged to come with 
specific questions prepared and ready to 
submit to Mr. Miller. This could be 
one of the most fruitful sessions of the 
entire conference, because there are still 
companies not reporting according to 
the Standard. 

The “How To” sessions are the gas 
industry's initial attempt to show, by ex- 
ample, how the audio-visual aids pro- 
duced by the American Gas Association 
Accident Prevention Committee over 
the past several years can be used by 
supervisors they were designed to assist. 
J. A. Hickey, safety coordinator for the 
Southern Union Gas Company, will act 
as coordinator of the “How To’’ ses- 
sions. Line supervisors from more than 
20 gas utility and transmission com- 
panies from the Southern Gas Associa- 
tion area will actually conduct 25- to 35- 
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minute safety meetings, using either a 
safety flipchart, a 35 mm. sound slide 
film or a 35 mm. “quickie,” or a 16 
mm. movie produced by the American 
Gas Association Accident Prevention 
Committee. 

Written reports of each of the safety 
meetings will be available after the 
conference. 

Workshops will be held again this 
year, organized and coordinated by J. E. 
McMaster, director of safety, NEGEA 
Service Corporation. Delegates will 
have a choice of exchanging ideas and 
asking questions on customer service, 
distribution, transmission or motor ve- 
hicle operations. 

The honor award for accident pre- 
vention in the gas industry for 1960 
will be presented at the National Con- 
vention to be held in Dallas the first 
week in October. Representatives from 
companies to receive the award will be 
presented to the delegates at the Acci- 
dent Prevention Conference in Dallas. 
The purpose in inviting the award win- 
ning companies to send delegates to the 
Accident Prevention Conference is to 
give as many of the delegates attending 
the conference as possible an opportu- 
nity to talk to the companies winning 
awards in their type and size of com- 
pany. 

Accident Prevention Certificates will 
be presented to companies having 
achieved a 25 per cent or more reduction 
in their disabling injury frequency 
rates when compared to the 1959 ex- 


perience. Mr. Nairne will present cer- bites, electric shocks, struck by and 
tificates to representatives from these motor vehicle accidents are highlighted 
companies. in this series. 

American Gas Association audio- The Production of Manufactured Gas 
visual aids produced in 1961 will be Subcommittee, headed by John Me. 
previewed. Master, director of safety, NEGEA Ser. 

The Education Subcommittee headed ice Corporation, has completed “Sug. 
up by H. E. Holmes, safety director of gested Safe Practices for Manufactured 
the Michigan Wisconsin Pipe Line Com- Gas and Stand-By Plants.” Manual wij 
pany, has prepared and produced Safety be 814” x 11”, double-spaced through. 
Flipchart No. 12, “Read ‘em Safely.” It out for easy editing and adaptation by 
covers completely the many trials and the manufactured gas companies want. 
tribulations the gas industry's meter ing to prepare their own manuals, 
readers must face and overcome daily. The award winners of the 1959.49 

The Distribution and Utilization Sub- National Fleet Safety Contest, co-spon. 
committee, headed by J. G. Lambert, sored by the American Gas Association 
safety supervisor of the Northern Illi- and the National Safety Council, will 
nois Gas Company, has prepared and be presented at the first day’s luncheon 
produced, in cooperation with the Dietz on September 12. 

Company of Syracuse, N. Y., a 16-min- Texans, who take their humor, but not 
ute 35 mm. color sound slide film on their humorists seriously, have termed 
work area protection entitled “Warn, Louie Freeman “Oklahoma’s Rural Phi- 
Guide, Protect.’ The film stresses prin- _losopher.’’ Professor Freeman, who holds 
ciples involved in protecting any work a B.S. degree from Oklahoma A. and 
area, and these are shown under actual M. College (though none of the au. 
job site conditions. thorities will today confess to signing 

A black and white 35 mm. “quickie” of the instrument) will speak at the 
sound slide film entitled “Load Binders second day luncheon. 
and Lever Hoists” is being prepared by Companies are urged to send at least 
the Production of Natural Gas Subcom- one line supervisor in order to get full 
mittee headed by Darwin Whipkey, benefit from the meeting, exhibits and 
safety director, New York State Natural the personal contacts with representa. 
Gas Company. The film will enumerate _ tives from all parts of the United States 
the suggested safe practices in using and Canada. If for some reason your 
load binders and lever hoists. company has not been contacted and 

The seventh series of GASline GUS _ given hotel reservation reply cards, make 
posters will be available following the your reservation requests direct to the 
conference. Prevention of falls, dog Statler Hilton Hotel, Dallas, Texas, 





Nominations 


dustrial and commercial sales, Public Service Electric and 





(Continued from page 4) 


ACCOUNTING SECTION 


Gas Co., Newark, N. J. 

For vice chairman—WALTER E. McWILLIAMS, a 
sistant general sales manager, The Peoples Natural Gas Co, 
Pittsburgh, Pa. 


For chairman—ARTHUR SKELTON, general superin- 
tendent, accounts division, The Peoples Gas Light & Coke OPERATING SECTION 


Co., Chicago, Ill. 


For chairman—E. F. TRUNK, chief engineer, Laclede 


For vice chairman—ALBERT J. KLEMMER, auditor, ©,:Cg st Louis. Mo 
Rochester Gas & Electric Corp., Rochester, N. Y. For Ist vice chairman—A. B. LAUDERBAUGH, assist 


GENERAL MANAGEMENT SECTION 


For chairman—WILLIAM B. TIPPY, president, Com- 
monwealth Services Inc., New York, N. Y. 


ant vice president, The Manufacturers Light and Heat ©, 
Pittsburgh, Pa. 

For 2nd vice chairman—JAY DAVIS, JR., vice president, 
Southern Counties Gas Co., Los Angeles, Calif. 


For vice chairman—DONALD B. BEECHER, president, RESIDENTIAL GAS SECTION 


Equitable Gas Co., Pittsburgh, Pa. 


For chairman—FRANK McLAUGHLIN, vice president, 
Providence Gas Co., Providence, R. I. 


INDUSTRIAL AND COMMERCIAL GAS SECTION For vice chairman—JAMES J. CONDON, assistant vit 
For chairman—W. D. RELYEA, assistant manager, in- president, The Peoples Gas Light and Coke Co., Chicago, Ill 
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Infra-red ovens, char-broil cookers, 


improved automatic controls are among equipment exhibited 


Gas dominates at Restaurant Show 





Peeriess Stove fo 


Combined Commercial and Industrial Gas Exhibit was largest in the mammoth McCormick Place exhibition, drew big crowds 


— Place, Chicago’s new and 
world’s largest exhibition hall, was 
the site of the 42nd Annual National 
Restaurant Association convention and 
exposition the week of May 22. 

Occupying nearly 5,000 square feet, 
the A. G. A. Combined Commercial Gas 
Exhibit was the largest single exhibit of 
the show and the largest ever sponsored 
by the Industrial and Commercial Gas 
Section. On each side of a 100-foot aisle, 
11 cooperating manufacturers showed 
their latest heavy-duty cooking equip- 
ment and accessories. 

Much interest was aroused by the live 
cooking demonstration of Mid-Conti- 
nent Metal Products Company, Chicago, 
on its Ember-Glo char broiler equipped 
with a special air blast to nearly elimi- 
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nate the flare from fat dripping on the 
hot ceramics. 

Another exhibit that literally ‘stopped 
the show” was that of South Bend 
Range Corporation, with its new infra- 
red broiler and infra-red range. Both 
of these pieces of equipment make ef- 
ficient use of Perfection-Schwank infra- 
red radiant burners. The broiler has 
Schwank units over the movable shelf, 
and it is capable of broiling a one-inch 
steak to medium rare in 414 minutes. 
On the closed top range, Schwank burn- 
ers replace the conventional burner and 
can heat the top from cold to red hot 
in 12 minutes. 

Cecilware-Commodore Corp., New 
York, displayed its line of coffee urns, 
portable hot food containers and other 


counter equipment. Cleveland Range 
Company occupied a large area to show 
a complete line of steam pressure cook- 
ers. 

Dry heat food warmers of both 
built-in and portable types occupied the 
booth of Duke Manufacturing Co., St. 
Louis. One of the cooperating exhibitors 
displaying accessories was the Kewanee 
Industrial Washer Corp., Kewanee, I]- 
linois, with a tank washer featuring 
agitated wash water. The Martin Oven 
Company, Inc., Rochester, N. Y., had, 
in addition to its standard deck oven, a 
two-deck roasting oven available in a 
variety of deck heights. 

A comparative mewcomer to the 
A. G. A. area was the Peerless Stove & 
Mfg. Co., Sandusky, Ohio, which 
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PAR Research exhibit fascinated viewers with its mod- 
els of gas-operated devices for generating electricity 


showed an almost complete line of heavy- 
duty equipment. An attractive display 
of conventional and improved controls 
and thermostats was featured in the 
booth of the Robertshaw-Fulton Con- 
trols Co., Youngwood, Pa.; and the 
A. O. Smith Corp., Kankakee, Illinois, 
displayed its commercial Burkay water 
heaters. Rotisserie broilers utilizing in- 
fra-red burners for high speed cooking 
comprised the display of Suburban Ap- 
pliance Co., Morristown, New Jersey. 
Outside of and facing the main gas 
area was a large A. G. A. lounge in 
which the Research Bureau exhibit was 
set up to show the many research proj- 
ects, either being conducted by the Asso- 
ciation or sponsored at some other out- 
side organization. While many of the 
items on display had no direct relation 
to restaurant cooking, they nevertheless 
impressed visitors that the gas industry 
was moving forward in many fields of 
gas utilization. A continuous stream of 


visitors stopped to look at models of 
future equipment. Attracting most at- 
tention were the models of a gas-fired 
thermionic converter, a gas fuel cell, 
and a thermoelectric device. All are de- 
velopments in the production of elec- 
tricity from natural gas and each will 
have a specific field of use when fully 
developed. Two representatives from The 
Peoples Gas Light & Coke Company, 
Chicago, were always in attendance to 
explain the exhibit to inquiring visitors. 
Also in this exhibit were models of 
several different types of proposed do- 
mestic range ignition systems, a full- 
sized model of a localized area infra- 
red wall heater and a direct gas-fired 
baseboard convector. 

It was the collective opinion of the 
many exhibitors that while it would take 
some time for exhibitors and visitors to 
get used to the new hall after so many 
years at Navy Pier, they were well 


Drawing many spectators to the A. G. A. lounge area 
was the AP news ticker in the NEWSWEEK display 


pleased with the reaction and response 
of the many thousands attending this 
1961 show. 

Two traditional events highlight Res- 
taurant Show Week. One is the annual 
meeting of the Northeastern Ohio Res- 
taurant Association. The other is the 
annual dinner at which awards are pre- 
sented for winners of the Imstitutions 
Magazine Food Service Contest. 

At the former, nearly 100 members 
from eight counties in Northeast Ohio 
attended their 40th annual meeting at 
which they sponsored a friendship hour 
and dinner. 

The other affair, Institutions’ awards 
for its 15th annual Food Service Con- 
test, again found gas equipment in a 
majority of the winning establishments. 
Gas equipment is used by all three of 
the first award winners; in nine of 
the 13 merit award winners; and in 
16 of the 27 honor award winners. 





Textile Symposium to be held September 14-15 in South Carolina 


he Sth Annual Textile Processing 

Symposium sponsored by the Ameri- 
can Gas Association will be held in 
Clemson House, Clemson College, Clem- 
son, South Carolina, on Thursday and 
Friday, September 14 and 15. 

A series of talks has been planned on 
subjects calculated to bring the textile 
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and gas industries into closer harmony. 
Speakers have been selected to tell 
how one company improved its opera- 


tions by converting to gas; how peak 


performance can be obtained by having 


the proper relationship of heat to air 
movement; how modernization can be 


achieved; and what research projects 


are being conducted to improve proces 
ing operations. 

Temperature measurement and cOf- 
trol, and the use of hot water and its 
production will be discussed in detail. 

A block of rooms has been reserved 
and requests for accommodations should 
be made direct to Clemson House. 
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Convention 


(Continued from page 8) 


Residential Gas Sections will hold a joint 
“Good Old-Fashioned Sales Revival’’ at 
the Statler Hilton on Monday after- 
noon. Two of the nation’s leading sales 
training specialists, Herbert True and 
Fred Klemp, will show gas industry 
delegates how to “take the fear out of 
selling” and master all selling situations. 
This meeting will be open to all con- 
yentioneers. The two Sections will hold 
a joint business-breakfast meeting on 
Monday morning at the Sheraton-Dallas. 

Afternoon sessions are planned by 
the Accounting Section on both Monday 
and Tuesday at the Baker Hotel. In 
keeping with the “Greater Goals for 
Gas” theme, the Section plans to have a 
top representative of the Gas Industry 
Development Committee describe the 
GID goals and the actions required to 
achieve them. The Section also hopes 
to discuss experiences with large-scale 
and medium-scale computers, including 
“blue-sky” applications; the actual re- 
sults from a work simplification pro- 
gram; a progress report on develop- 
ments in automatic meter reading; and 
federal income tax problems. 

An information-packed session will be 


held by the Operating Section at the 
Adolphus Hotel on Monday afternoon. 

“Automation in the Gas Industry” 
will be discussed by Neal B. LauBach 
of Colorado Interstate Gas Company, 
Chairman of the A. G. A. Automation 
Committee. Another feature of the Op- 
erating Section program will be a special 
panel on “Prevention of Substructure 
Damage.” This panel will discuss the new 
A. G. A. program for prevention of sub- 
structure damage, including the brochure 
“Don’t Dig Before You Check.” 


Home Service ‘Round-Up’ 

The Home Service Round-Up (Round 
Table) is planned for 10 o'clock Tues- 
day morning, October 3, at the Shera- 
ton-Dallas. Speakers will be Mrs. Jessie 
Cartwright, director, home economics, 
Norge Sales Corp.; Mildred R. Clark, 
home service supervisor, Oklahoma Nat- 
ural Gas Co.; and Bruce A. McCandless, 
vice president-sales, Milwaukee Gas 
Light Co. 

The Dallas Convention will have its 
own closed circuit television network, 
sponsored by the Gold Star Gas Appli- 
ance Program and the A. G. A. Promo- 
tion Bureau. Conventioneers can tune 
in to the network's programs on any TV 
set in any of the Convention hotels. 
These programs will feature local, na- 


tional and worldwide news broadcasts, 
interviews with Gold Star manufacturers 
and industry personalities and many new 
innovations that will appeal to delegates 
and their wives. In addition, many of 
the A. G. A. program managers will pre- 
sent live capsule coverage of gas indus- 
try programs and predictions of what 
lies ahead. New this year will be depth 
coverage of the many promotion and 
merchandising aids available to the gas 
industry through the Association's Pro- 
motion Bureau, Gold Star Program and 
other activities. 

The GEM Group once again will 
sponsor an attractive PREregistration 
Directory which will be included in each 
delegate’s portfolio. 

Gas magazine will publish the 
A. G. A. Convention Daily again this 
year. 

Gas industry personnel can obtain the 
PREregistration and Housing Applica- 
tion form from Jac A. Cushman, con- 
vention manager, American Gas Asso- 
ciation, 420 Lexington Ave., New York 
17, N. Y. PREregistration fee is $30.00, 
and complete Convention portfolios will 
be waiting at the Convention registra- 
tion desk at the Statler Hilton. A ten-dol- 
lar registration fee for wives is payable 
at the Convention registration desk. 





World’s Fair 


(Continued from page 9) 





visible, thus creating “‘an entirely new 
architectural technique.” 

The canopy roof will be of translucent 
material, permitting sunlight to filter 
through in daylight hours. At night, it 
will be aglow with light. 

The 40,000 square foot pavilion will 
be completely air conditioned by gas. 
The two-story structure will be 50 feet 
high and measure 300 feet in length 
and 130 in width. 

One of the outstanding features of 
the building will be an elevated revolv- 
ing ring, 110 feet in diameter, which 
will pick up visitors at the door of the 
building and carry them through the 
building in four minutes. This tour will 
give visitors a preview of the building 
and permit them to select displays to 


which they would like to devote more 
time, 
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By taking advantage of the air walls, 
the designer has achieved an integration 
of landscaping, reflecting pools and 
walkways both inside and out. Flowers 
and plants will be changed frequently 
throughout the Fair. It is even planned 
to have brilliantly colored birds fly— 
seemingly free—through this part of the 
exhibit. However, they will be confined 
by air curtains. 


Gas equipment 

The building will also contain a 
private club for utility executives and 
distinguished guests; press facilities; 
the office of Stanley Finch, who will 
manage the exhibit for Gas, Inc.; a 
demonstration kitchen; and other simu- 
lations of modern home settings in 
which new residential gas equipment 
can be shown in operation. 

At the groundbreaking ceremony, 
Robert Moses, president of the Fair, 
cited the gas industry's building as a 
“perfect example” of the freedom of 


choice given exhibitors in choosing de- 
signs for their buildings. Walter Darwin 
Teague praised the building as one of 
the many new startling ideas which will 
be a feature of the World’s Fair. 

William G. Hamilton Jr., president 
of the Gas Appliance Manufacturers 
Association and of the American Meter 
Co., said exhibits in the building will 
show exploration for natural gas, well 
drilling, pipeline construction, utility 
distribution of gas to homes, and uses 
of gas for commercial, industrial and 
residential purposes. Mr. Hamilton is 
also vice president of Gas, Inc. 

New York Deputy Mayor Paul R. 
Screvane represented Mayor Robert 
Wagner at the groundbreaking. He also 
cited Mr. Heyke’s contribution to the 
gas industry's exhibit and to the Fair. 

Following the ceremony at the site 
of the gas industry's exhibit, gas indus- 
try representatives and representatives 
of newspaper and magazines were guests 
of Mr. Moses at a luncheon. 
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Thursday session chairmen: (From left) 
R. L. Rountree; H. L. King; W. I. 
Blount; J. C. Boehm; S. A. Bradfield; 
Judge Johns, Mayor's representative 


OPERATING SECTION 


(aye Sd AN ely! RDA nn iN Aad Srvc tw et Nine 


Opening general session speakers: (From left) J. E. 
Towle; E. E. Stovall; H. M. Joiner; N. B. LauBach; Dr. 
Walter Roberts; H. L. Fruechtenicht, Section chairman 
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S. A. Bradfield, presiding over the 
Thursday morning general session 


¢ E. 


Denver draws 500 operating men and 





utomation in gas transmission and 
A the latest developments in under 
ground storage facilities were principal 
topics at the annual Operating Section 
Transmission Conference in Denver, 
May 25-26. 

Nearly 500 delegates attended the 
general sessions and afternoon meetings 
at the Brown Palace Hotel. 

During the conference subjects rang 

= ing from problems and benefits of auto- 
Automation STO ld ge a re mation in the gas industry to storage of 
natural gas in an abandoned coal mine 
} were presented by more than a dozen 
general session speakers. Morning topic 
- . : were discussed and additional papes 
la nsmM ISSION topics presented at eight afternoon meetings 

featuring 32 speakers and two panels. 
Presiding over the general session 
on Thursday, Transmission Committe 
Chairman S. A. Bradfield welcomed tht 
members, outlined activities for the con 
ference and introduced the morning 

speakers. 


executives to hear 32 speakers and panels discuss 


new developments in gas delivery 


H. L. FRUECHTENICHT, CHAIRMAN 
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Friday morning speakers: R. W. Todd, left; R. E. Kelly; E. V. Mar- 
tinson; G. C. Grow, Jr., chairman; B. A. Barry; S. J. Cunningham 


In an opening address, H. L. Fruech- 
tenicht, chairman, Operating Section, 
emphasized the importance of automa- 
tion in the gas industry. He stated: 

“... This is the year we grabbed 
the ‘bull by the horns’ with respect to 
computers and automation. 

“Each of you who is presently serving 
on Operating Section Committees will 
be contacted shortly, relative to the ur- 
gent mission which is before the auto- 
mation group. You will be asked to dis- 
cuss automation at your future meetings 
and make recommendations to the Auto- 
mation Committee as to what areas they 
should investigate. 

“It behooves all of us to consider this 
tequest carefully. Our competitors are 
pouring time, talent and money into re- 
seatch for automation. Through our 
Pipeline Research Committee, we must 
do the same in order to stay in business. 
Again I ask that each of you, in your 
Own particular operating area, look at 
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automation as a necessary step for our 
industry. The Automation Committee 
has been formed to guide our people in 
taking these steps, and looks to you in 
turn, for help in its mission. 

‘For each of you who is not actively 
engaged in committee work, I urge you 
to contribute to the work of the com- 
mittee on an individual basis. We want 
to leave no stone unturned.” 

Picking up the theme set by Mr. 
Fruechtenicht, N. B. LauBach, Colorado 
Interstate Gas Company and chairman 
of the Automation Committee, spoke on 
“The Integration of Automation in the 
Gas Industry.” 

Defining automation today, he stated: 

“What may have been considered au- 
tomation in the past was in reality 
mechanized operation, while the pres- 
ent concept of automation is the han- 
dling and control of information. This 
has commonly been referred to as the 
‘feedback’ principle, or a ‘closed loop’ 


Friday afternoon panel on. Com- 
pressor Stations: (From eft) R. W. 
Zeller; R. D. Milam, session chair- 
man; Paul Fink; and W. E. Warner 


Friday afternoon chairmen: J. N. White, 
left; G. C. Grow, Jr.; and R. D. Milam 





system of control. This principle is in 
many respects comparable to the human 
mental process. Information is received, 
analyzed and instructions are sent out. 
The equipment to perform this proce- 
dure will respond according to plan, 
over and over again, without error and 
without fatigue. Through the use of 
feedback control, operations of a dy- 
namic system such as a gas pipeline, can 
be regulated with greater speed and ac- 
curacy than through normal human re- 
actions.” 

Reviewing automation in the gas in- 
dustry today, Mr. LauBach pointed out 
the considerable degree of automatic op- 
eration already in use. Speed control, 
pressure control, temperature control 
and volume control were cited along 
with the more complex systems such as 
engine Start-stop sequence panels, net- 
work simulators, system computers, re- 
mote-control push-button signalling, and 
interrogation. 










Committee service award win- 


ners: (Front) L. L. Elder; C. W. 
Brown; F. V. Long; C. Van Gundy. 
(Rear) L. R. Kirk; C. E. Stout; 
F. A. Boyd; and K. E. Kalen 


Discussing the impact of automation 
on labor, Mr. LauBach declared: 

“Automation is much more than a 
mechanical problem, since it involves 
Organization and utilization of labor. 
The managements of the gas industry 
have shown their ability to meet the 
continually changing requirements of 
organization and personnel. Automation 
can be programmed to effect its ulti- 
mate objective in an evolutionary rather 
than a revolutionary manner. The main- 
tenance of automation equipment re- 
quires a higher degree of skill than 
some of the equipment with which our 
personnel are familiar. A program of 
on-the-job training, therefore, becomes 
a part of the automation program.” 

Pointing to the need for improved 
communications in the supplier-pur- 
chaser relationship, he called for a better 
language of automation, comprehensible 
to a layman or at least to an engineer. 
Developing this thought further, Mr. 
LauBach said: 

“For a better understanding of the 
uses and limitations of automation, it is 
imperative that a greater number of gas 
company personnel become familiar with 
computer logic and procedure. Mini- 
mum knowledge of the subject can be 
acquired by people of average mentality 
and education. The easiest procedure to 
accomplish this objective is to expose 
people to the equipment. On-the-job ex- 
perience is not only practical, but the 
most economical method of becoming 
acquainted with the world of automa- 
tion. Management personnel is ad- 
vised to become personally acquainted 
with automation techniques. A few days 
exposure will answer more questions 
than a thousand studies and reports.” 

“The ultimate in automation extends 


beyond the mechanical displacement of 
labor and into the more important as- 
pects of optimization of total opera- 
tions,” said Mr. LauBach. “Much can 
be expected in this area, including the 
development of a mathematical model 
of the pipeline system. Still beyond this 
point, we have the potentiality for rapid 
transmission of information from re- 
mote operating locations to central data 
processing facilities.” 

Benefits that will evolve from future 
automation were said to include almost 
instantaneous availability of operating 
data and the proper evaluation of the 
data. This will remove, to a large ex- 
tent, the guesswork in estimating vol- 
umes and costs of the immediate past, 
and provide a more substantial statistical 
foundation for the future. This in turn 
will relieve the pipeline engineer and 
operator of many responsibilities con- 
nected with the preparation and review 
of reports. These personnel will there- 
fore be able to devote more time to 
future requirements. 


Economic factors 

Methods of calculating the economics 
of automation were roughly grouped 
into two categories: 


1. Absolute proof based on historical 
cost records and known reductions in 
costs to follow the installation of equip- 
ment. 

2. Use of intangible costs and cost 


reductions supported by considered 


judgement and opinion. 
“In the case of new developments and 


unproven equipment, such as automa- 
tion, it would seem advisable to use both 


methods. Since each individual would 
make different evaluations of these fac. 
tors, there can be no precise mathe 
matical answer,” he said. 

Mr. LauBach stressed the need for 
proper attention to intangible benefits 
and proper consideration of the fruits 
of imagination in the field of autom- 
tion. 

Putting the thesis in different lan- 
guage, he stated: 

“You may receive greater benefits 
from automation than can be accurately 
evaluated. For example, a project under 
consideration might not realize its full 
potential until integrated with some 
other complementary project to be in- 
stalled in the future. 

“On the other hand, the application 
of automation to existing facilities can- 
not be so easily justified, nor can it beso 
easily designed, but the complexity of 
the problem is not an economic justific- 
tion for abandoning its consideration.” 

In summing up the talk, six major 
points were stressed. 


1. Basic technology is available for 
designing systems with a high degree of 
automation. 

2. Cost of automation does not ap 
pear to be a great obstacle to its use. 

3. There is a need for more expeft 
ence in use and application of automa 
tion equipment and procedures. 

4. Operating and maintenance pe 
sonnel should be kept informed on autt- 
mation and the progress of engineering 
design. Maintenance training should be- 
gin as soon as hardware is available. 

5. Automation is a total compafy 
problem, rather than the exclusive prot 
ince of engineering. 

6. The purpose in automation 1s 0 
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secure better utilization of personnel and 
facilities. The ultimate in this objective 
will be reached when operating data is 
continuously supplied to a central com- 
puter for analysis and evaluation. 


At the afternoon session on Thurs- 
day, W. A. Shipman, Columbia Gas 

em, Inc., and F. J. Frederick, Long 
Island Lighting Company, gave a critical 
analysis of “Personnel Problems in Elec- 
tronics.” 

The joint discussion was based prin- 
cipally on the experiences of the two 
authors which covered local as well as 
long-haul system problems. These ex- 
periences were amplified, to some ex- 
tent, with informal information and 
opinions garnered from others in the 
gas industry. 

Pointing out that literally millions of 
words have been written about automa- 
tion and its ramifications, Mr. Shipman 
declared : 

“|. . one finds very few words writ- 
ten about the people connected with this 
effort. 

“From the holder of the screw driver 
and the soldering iron on the firing line 
to the top level in electronics, there are 
people of various skills; skills almost 
unknown in the gas industry 10 years 
ago. 

“Future planning in industry in gen- 
eral, and in the gas industry in par- 
ticular, indicates that the trend toward 
increased need for this type of personnel 
is only beginning.” 

Drawing upon the experience of the 
Columbia Gas System, Mr. Shipman de- 
tailed the two major sources of ap- 
ptopriate personnel to fill the rapidly 
developing positions and problems with 
each group. 

First were those with gas industry ex- 
perience in compression, engineering, 
accounting, measurement and dispatch- 
ing departments. Some personnel in this 
category have amateur radio licenses, or 
have had experience in electronics in the 
Armed Forces, or both. All must be 
given specialized training courses in 
such subjects as microwave, telemeter- 
ing, vehicular radio and the like. 

With the installation of more com- 
plex equipment, specifically electronics, 
personnel must be obtained in place of 
drawing personnel from other depart- 
ments, 

Here the training situation is re- 
versed, according to Mr. Shipman. 

Whereas the first group knew gas 
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operations and had to be taught elec- 
tronics skills, the additional personnel 
knew electronics and must be taught gas 
operations. 

“Joining these two groups,” Mr. 
Shipman said, “resulted in the educa- 
tion and mutual benefit of both. The net 
result to Columbia was a better-rounded 
working staff—a staff equipped to study 
the future of the gas operating de- 
partments in relations to electronic de- 
velopment and needs.” 

Personnel problems in electronics, as 
experienced by the Long Island Lighting 
Company and explained by Mr. Fred- 
erick, included promotions and advance- 
ments based principally upon seniority 
in accordance with union philosophy. 
He stated: 

“In the field of electronics the total 
number of personnel required to meet 
work load is usually small. Because of 
this fact, it is very important that, on 
initial selection, the personnel chosen 
have the potential to develop and pro- 
gress to top classification as the op- 
portunity arises. 


Tests for technicians 


“In order to obtain reasonable as- 
surance that this will be accomplished, 
agreement between the union and com- 
pany has been reached to permit the use 
of written examinations to assist in the 
selection of electronics and instrumenta- 
tions personnel. However, with a group 
of applicants seeking positions in elec- 
tronics, the individual receiving the top 
test grade may not necessarily be se- 
lected. When written tests are employed, 
the senior applicant need only obtain a 
passing grade to practically assure his 
selection.” 

This method of selection was claimed 
to have achieved two objectives: It pro- 
vides security and protection for em- 
ployees with the most seniority, and it 
is successful in obtaining capable per- 
sonnel for work in the field of elec- 
tronics. 

In outlining methods of job specifica- 
tions, job rating and job description, 
Mr. Frederick noted that, of the 11 fac- 
tors employed in rating all personnel, 
education and experience are of utmost 
importance for evaluating electronics 
personnel. 

Expanding on these points, he added: 

“The required level of education for 
personnel of this type is generally con- 
sidered to be at two years of college or 
the equivalent. 


“The years of experience required to 
competently perform work of this na- 
ture is usually more than six years. This 
experience must consist of broad and 
related experience in the field of elec- 
tronics.” 

In order to develop and broaden per- 
sonnel engaged in electronics, Long 
Island Lighting has a number of pro- 
grams. 

Experience is insured through the es- 
tablishment of progression step rates 
for the job series. 

Education is assured in several ways: 

Employees enrolled in local colleges 
or technical schools which give evening 
classes in the fields of industrial man- 
agement, science or engineering, receive, 
upon successful completion of accred- 
ited and approved courses, half of the 
enrollment expenses. 

The company also sponsors and con- 
ducts educational courses after work 
hours for the benefit of the employees. 

Correspondence courses, planned and 
established by a recognized authority in 
the correspondence educational field, also 
are acceptable. Employees are reimbursed 
half of all enrollment fees upon success- 
ful completion of approved courses and 
receive equivalent credit. 

Supplementing this formal educa- 
tional program, LILCO provides on-the- 
job training on company property and 
at manufacturer's training schools. 

At the second day’s general session, 
R. E. Kelly, Public Service Company of 
Colorado, spoke on “Cavern Storage of 
Natural Gas Using an Abandoned Coal 
Mine.” 

Two main reasons were given for the 
project. 

First, the need to create a supple- 
mental supply of peak day gas. 

Second, the possibility of creating that 
supplemental source at less cost. 

In addition, the Leyden mine was 
chosen because of its proximity to Den- 
ver, the major load center, and because 
of the fact that a mine cavern, if it 
could be used, would have optimum in- 
jection and withdrawal rates as com- 
pared with conventional pore storage. 
These characteristics are not dependent 
upon the pore space in the rock forma- 
tion, but rather upon the number of 
wells drilled into the mine, the size of 
the gathering system installed and the 
size compressor station built to increase 
the pressure of the gas discharged from 
the mine and delivered into existing 
main systems. 
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H. WILLIAM DOERING, CHAIRMAN + JOHN J. McKEARIN, VICE-CHAIRMAN 


Stan Johnson, right, 1962 chairman, 


honors Walter Kurdelski, 


retiring 


conference chairman, with a gift 


Mid-west execs 
sell ‘tomorrow's 


home today’ 


loser cooperation between gas com- 

panies and appliance dealers, greater 
emphasis on total home use of gas, the 
merits of door-to-door selling, the need 
for concentration on gas range selling, 
and the woman’s influence in marketing 
were spotlighted at the 34th annual 
Midwest Regional Gas Sales Conference, 
May 15-16, in Chicago. 

“Make Tomorrow's Sales Today,” 
title of a keynote address by Leslie A. 
Brandt, The Peoples Gas Light and 
Coke Company, also was the over-all 
theme of the two-day meeting for 500 
sales executives at the Edgewater Beach 
Hotel. The sessions were presided over 
by Walter H. Kurdelski, Michigan Con- 
solidated Gas Company, and coordi- 
nated by Howard D. Valentine, River 
Forest, Ill. 

[Mr. Brandt's address was published 
in the June issue of the MONTHLY. ] 
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Dr. Elmer S. Hiortland 


gave inspirational 


“Developing gas appliance sales is 
not an overnight job,” Jerome P. Happ, 
North Shore Gas Company (Waukegan, 
Ill.) said in urging utilities to help the 
dealer sell more gas appliances and to 
make it worthwhile to do so. 

Because competition is very keen, Mr. 
Happ said, ‘dealers will take the line 
of least resistance and sell the customer 
what he thinks he wants. It is no easy 
task for utilities and manufacturers to 
convince any dealer that he must become 
better equipped, product-wise and serv- 
ice-wise, to retain a good percentage of 
the local gas appliance market. 

The gas industry, he pointed out, is 
equipped with many sales, promotion 
and service materials which can form a 
closer utility-dealer alliance and increase 
gas appliance sales. Utility companies 
must take another look at existing dealer 
programs, he added. 


Willie Mae Rogers, of 


talk keeping Institute, gave we 


Development of an intelligent, sales- 
minded cooperative dealer is not possi- 
ble overnight, Mr. Happ asserted, “but 
there is no successful substitute for a 
good dealer plan. The dealer should be 
the center of the utility's merchandising 
perspective, because changing American 
living patterns have put him in the 
center of appliance buying consumers— 
80 to 85 per cent of all appliances are 
sold by department stores, hardware and 
appliance dealers.” 

The gas industry is facing a “G-AS 
or S-A-G” situation, said Ed Soby, 
Rheem Manufacturing Company—"Go 
and Sell” or soon it will find ‘Sales All 
Gone.” He urged increased attention to 
the new construction market, the impor 
tance of selling quality instead of low 
price, the need for working with plumb- 
ing contractors, and the great opportu 
nities currently at hand for selling gas 
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S. F. Wikstrom spoke 


on heating and cooling 


appliances and equipment. 

The commercial water heater was 
cited as one of the outstanding oppor- 
tunities. He explained that a gas water 
installation in a 600-meal restaurant is 
equal to 14 residential water heaters; a 
500-pupil school adds up to 25-30 resi- 
dential water heaters. 

“Competitors of gas are alive and 
aggressive; people are buying the com- 
petitor’s merchandise and using his fuel,” 
Mr. Soby declared in calling for in- 
tensified activity in promotion— ‘which, 
after all, is two-thirds motion.” 

Evidence of the effectiveness of keep- 
ing in motion was presented by Wilbur 
L. Hayes, Montana-Dakota Utilities 
Company, who insisted that “It Still 
Works After 40 Years.” He was re- 
fetring to his conviction that door-to- 
door selling, a career on which he 
embarked in 1914, pays maximum divi- 
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Julius Klein said, “We 
can beat ‘em in cooking” 


Rheem’s Ed Soby 
asks, ‘‘What is 
it going to be 
—GAS or SAG?” 


dends in building appliance sales and, 
consequently, greater gas sales. 

Here’s what door-to-door selling has 
accomplished for his company, Mr. 
Hayes reported: In the past 10 years, 
Montana-Dakota—with about 80 per 
cent reliance on this approach—has sold 
$24,711,180 worth of merchandise for 
a net profit of $579,000. Based on an 
average of 116,000 customers a year, 
this figures out to annual sales of $21.21 
per customer, he said, pointing out that 
this is ‘four or five times the national 
average.” 

Basic factors or techniques that make 
door-to-door selling so effective were 
presented by Mr. Hayes as follows: 


e The customer and the salesman must 
get together. By making only three calls 
a day, a salesman can contact 1,000 
homes every year. 

e The salesman gets into the home, 


Leslie Brandt delivered 
the keynote address 


R. F. Calrow said, “Put 
Blue Star on your team” 


he 


oS PERN a RAN AR a Po ur 


Jerry Happ said deal- 
ers are our best friends 


C. S. Stackpole had 
warm praise for the 
gas refrigerator 


the best possible atmosphere in which to 
sell appliances. This makes for a more 
intelligent presentation, with greater 
attention from the prospect. 

e The salesman does creative selling— 
and the gas industry needs more creative 
selling. 

@ Sales made door-to-door create more 
business for others. In the past 10 years, 
every dollar of sales by Montana-Dakota 
has resulted in an estimated two dollars 
in sales by appliance dealers. 


Robert Calrow, Minneapolis Gas 
Company, filled the assignment of coach 
and cheerleader in calling for utility 
companies to “Put Blue Star on Your 
Team.” 

“The Blue Star Home Program pro- 
vides a new buying guide for the public, 
a fresh selling package for the builder, 
and a unified approach to this vital 
market for the entire gas industry,” 
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Mr. Calrow said. In the first 20 months 
of the Blue Star program, launched in 
August 1959, it won support from 136 
utilities representing over 56 per cent 
of total residential meters, he observed. 

The Blue Star program was explained 
as a national promotion in which par- 
ticipating builders and utility companies 
comply with minimum requirements 
including the installation of three 
A. G. A.-approved appliances: 


e A gas range with features acceptable 
to the local market (most areas make 
this a built-in model with thermostat- 
ically-controlled top burners). 

e A gas water heater having the abil- 
ity to deliver 81 gallons of hot water 
through a 100-degree Fahrenheit rise in 
the first two hours of use, with a mini- 
mum storage of 30 gallons. 

¢ Central gas house heating or auto- 
matic vented heating. 


Another requirement is provision for 
gas piping or stubs for other A. G. A.- 
approved appliance. 

The import of the Blue Star Program 
and its success is this, Mr. Calrow as- 
serted: Greater emphasis must be put 
on total home use of gas. 

Julius Klein, president, Caloric Ap- 
pliance Corporation, made clear his con- 
viction that “We Can Beat Competition 
with Gas Cooking.” The public is not 
aware, he said, of the many remarkable 
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W. L. Hayes leads in honoring 
F. M. Rosenkrans, a founder 
of the Mid-west conference 


Sign, left, got across one of the 
key sales messages of the meeting 


improvements which have been made in 
gas ranges in less than 20 years, and he 
listed a dozen major developments since 
1942—all contributing to superior cook- 
ing, home convenience, and other qual- 
ity advantages. 

Mr. Klein cited statistical studies to 
indicate that gas range sales, after losing 
steadily to competition for a dozen 
years, held firm—and actually improved 
by a smaller percentage—in 1960. He 
explained that gas ranges held 75.7 per 
cent of the market in 1948, only 54.4 
per cent in 1959. The market share in 
1960 was 54.5, indication that the pen- 
dulum perhaps is beginning to swing 
favorably for gas. 

Another reason for optimism: electric 
appliances in direct competition with gas 
appliances were outselling them by a 
3-to-1 margin a few years ago, but today 
this ratio has been reduced to 2-to-1. 
And, in a call for action, Mr. Klein 
told the utility sales executives: 

“Many of you are getting more than 
your share of the new home market, but 
many of you are not. It will be necessary 
to create a marketing revolution, and 
this can be done where there is a con- 
solidated effort between the utility and 
a progressive, promotionally-minded gas 
range manufacturer.” 

The important role the woman plays in 
the nation’s marketing was described by 
Miss Willie Mae Rogers, director, Good 


Housekeeping Institute. She pointed out 
that U.S. women control about 70 per 
cent of the nation’s private income and 
that they control or influence 85 per cent 
of all consumer buying. 

It is important to remember, she said, 
that the average woman is more sub 
jective than objective, that she is direct 
and literal-minded, that she expects you 
to mean what you say, and that she is 
loyal in going back to where she is 
treated best. Above all, she wants to 
know what a purchase means for her in 
terms of convenience, economy and other 
personal benefits. 

Gas companies, because of their long 
experience in customer contact and home 
service programs, might be able to pass 
along some good advice to dealers on 
how to deal with women customers, 
Miss Rogers observed. 

Richard E. Snyder, Chicago econo 
mist, said national business conditions 
are on the upturn, with sustained im- 
provement expected for the next 32 
months if past patterns of business cycles 
and residential building hold true. He 
added that sales executives, in planning 
for tomorrow, must consider past per 
formance, present conditions and future 
objectives. 

A. G. A. was represented on the pto- 
gram by Managing Director C. S. Stace 
pole and PAR Plan Director S. F. Wik- 

(Continued on page 41) 
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‘Beat ‘em,’ is Eastern theme 









n eat ‘em’’ was the slogan. 

™) ©‘‘Beat ‘em,’ said the speakers. 

And that’s the attitude that prevailed 
P throughout the annual Eastern Gas Sales 
"Conference held June 5 and 6 in Pitts- 
burgh. 

Two of the gas industry’s top officials 
headed the speakers at the two-day con- 
ference. Chester S. Stackpole, managing 
director of A. G. A., described the house 
of 1971, noting the wonders of gas that 
will be made available during the next 
decade. Lester T. Potter, president of 
A. G. A. and Lone Star Gas Co., Dallas, 
stressed that “gas is in the mood to sell 


out as never before.” 
pet Mr. Stackpole spoke at a general ses- 
ind sion the opening day of the conference 
om on “Modern Living in 1971—With 
Gas” and illustrated his talk with slides 
id, showing an artist’s conception of the ex- 
ub- terior and interior of the all-gas house 
rect of ten years hence. 
joe “As you can see, we settled on the 
7S modern, modern look,” Mr. Stackpole 
"is said of the 1971 house, ‘‘one we called 
to ‘ultra-functional’. We believe it gives 
in the greatest value for the building dollar 
her and our decorators tell us that, inside 
and out, this can be as handsome as any 
ng type of dwelling.” 
me Mr. Stackpole pointed out that the 
ass house was not a high-priced one, but 
on was designed as an average American 
ers, home—'‘a home anyone can afford.” 
During his talk, Mr. Stackpole assumed 
no- the position of a speaker in 1971. 
ons “Look at the beautiful walkway lead- 
im- ing up to the house,” Mr. Stackpole said 


32 as a picture of the exterior of the house 

cles flashed on the screen. “This, folks, is 

He what made the snow-shovel truly ob- 

ing solete. The walk is gas-heated; so are 

ef the driveway and the patio!” 

ure Citing the modern gas lamps at the 
€ntrance to the house, Mr. Stackpole 


.10- noted that there was not a complete 
ck. break with the past. “Do you remember 
ik back in 1961 when we were saying ‘in 


the U. S. today there are about a half 
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Leading the chorus of “Beat ‘em with GAS” at Eastern Sales Conference were 
Robert Ingeman (left), Edwin Strong, H. Robert Charles, and J. Richard Kelso 


million gas lights in existence today— 
more than ever before.’ And today—all 
around us there are millions of modern, 
dependable, high-intensity gas street 
lights in our towns, cities and villages 
everywhere!” 

The house of 1971 will have “live’’ 
walls with tiny air openings that elimi- 
nate smoke and unwanted air and that 
admit clean, fresh air at the same time, 
assuring proper humidity control. ““No- 
tice that alumninum molding near the 
floor?” Mr. Stackpole asked. ‘That's 
actually a long, narrow slot, running the 
entire length of the wall. It’s especially 
arranged to take care of the air circula- 
tion and humidity control.” 

The speaker said the same air circula- 
tion and humidity controls used for 
heating were utilized to cool the home. 
“Did you notice those African Violets 
growing there against the far wall of the 
living room? They’re doing beautifully, 
don’t you agree? They are living proof 
that house plants thrive in today’s gas- 
heated, gas-cooled home.” 


Mr. Stackpole said all power in the 
house of 1971 comes directly from gas 
without generation equipment. “We're 
using the 1971 model fuel cell as our 
power source, you know. You'll recall 
that this has been researched and de- 
veloped to its present nigh-perfect 
state through the continuing cooperation 
among gas utilities, manufacturers and 
research institutions. While the fuel cell 
serves this home as the source of elec- 
tricity, we also recover heat from it.” 

The speakers noted that homes were 
not the only beneficiaries of 1971 gas 
heating. The supermarket around the 
corner from the all-gas house has a gas 
turbine that operates around the clock 
to provide not only the market's kilo- 
watts, but heat, cooling and hot water, 
Mr. Stackpole said. 

Returning to the marvels of the house 
of 1971, Mr. Stackpole noted the con- 
venience of appliances which make both 
outdoor and indoor living more enjoy- 
able. He cited a gas grille cart which 
can be plugged into readily accessible 
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gas outlets. This grille contains a re- 
frigerator and infra-red oven. There is 
also a retractable rotisserie. 

“Our all-gas home also includes a 
swimming pool which can be used 12 
months of the year,’ Mr. Stackpole 
pointed out. ‘With gas water heaters, 
wind deflectors and some infra-red heat- 
ers, nothing short of a howling blizzard 
can put a crimp in your plans for swim- 
ming parties.” 

He noted that the patios can be kept 
warm with infra-red lamps which attach 
to gas outlets. Each lamp covers about 
10 feet in diameter. These lamps will 
keep an outdoor area warm, even when 
the temperature drops to 40 degrees or 
below. 

“The kitchen of the house is the ulti- 
mate in convenience, ease and beauty. 
Among other things, there is an ice- 
maker such as never has been seen. 
Completely automatic, it always has 
ready 120 ice-cubes. On the cold side 
also is a freezer which keeps fish, game 
birds and meat just right at minus ten 
degrees.” 

On the “hot” side of the kitchen, 
nearly all cooking appliances are of the 
fold-away or swing-out type. “Remem- 
ber our pioneering research on ovens 
started "way back in 1958?” Mr. Stack- 
pole asked. ‘‘This oven is a direct de- 
scendent of those prototypes, a magnifi- 
cent example of infra-red cooking equip- 
ment at its very best. Here’s an oven that 
needs no enclosures. Cooking odors are 
carried away quickly and automatically.” 

The kitchen also contains gas broil- 
ers, “red-burners,’ warmer or reconsti- 
tutor, dishwasher and disposers. 

Concluding his talk, Mr. Stackpole 
said: “As I used to say in 1961, I'll re- 
peat in this year of 1971: Let’s sell 
what we've got today so that we'll con- 
tinue to make it possible for our cus- 
tomers to benefit from the gas indus- 
try research that can make ‘Live Modern 
—for Less—With Gas’ a continuing 
and proper slogan for our industry.” 

Speaking during the luncheon on the 
first day of the conference, Mr. Potter's 
topic was “You and Your Industry— 
Today and Tomorrow.” But as did all 
other speakers at the conference, he 
stressed the theme of the two-day ses- 
sion: ‘Don’t Meet Competition, Beat 
Em.” 

A. G. A.’s president noted that not 
only is gas in a mood to sell now as 
never before but it is ‘in a mood to de- 
velop what will sell as never before.” 
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“We are in an industry of develop- 
ment and changes,” Mr. Potter asserted. 

He praised the theme of the confer- 
ence and even offered an alternate 
slogan for the gas industry: ‘Don’t just 
keep up, lead up.” 

“An industry like ours does not just 
let something happen,” Mr. Potter 
stressed. “It must do something. That 
is salesmanship.” 

Turning to the broad gas industry 
picture, Mr. Potter discussed total de- 
velopment and plans for the future. He 
said these were formalized in the re- 
port of the Gas Industry Development 
Committee which was formed by 
A. G. A.’s Board of Directors in Feb- 
ruary, 1960. 

The committee was charged with an- 
swering the following questions: 

Where are we now, or what is the 
industry's present status? 

Where are we headed, and what 
should be our industry’s short-range and 
long-range goals and objectives ? 

How do we get there? By what 
means, and by whose efforts, do we 
achieve these goals and objectives? 


G.I.D. report available 


Mr. Potter said the committee has 
now drafted specific and detailed goals. 
“These goals and action plans deal with 
seven areas of the gas industry's activity 
or concern—industry policy, marketing, 
research, public relations, intra-industry 
relations, regulation and general.” He 
called attention to the fact that the re- 
port of the G.I.D. Committee is now 
available. 

J. Richard Kelso, sales manager of 
Hope Natural Gas Co., Clarksburg, 
W. Va., and chairman of the Eastern 
Sales Council, presided at the morning 
session of the conference’s first day. 

At this session, four speakers dis- 
cussed areas which formed the basis for 
discussion at the ‘Ideas for Action” 
workshop sessions held that afternoon 
and the following morning. The speak- 
ers were Arthur Sworn Goldman, di- 
rector of marketing, House and Home 
magazine, New York; H. Robert 
Charles, family home editor, Parents’ 
magazine, New York; Edwin T. Strong, 
manager, new business development, 
Central Hudson Gas & Electric Corpo- 
ration; and Robert L. Ingeman, man- 
ager, domestic sales department, The 
Peoples Gas Light and Coke Company. 

Mr. Goldman, whose topic was “Beat 


‘Em in New Homes,” cautioned that 
the gas industry is entering a “mighty 
battle’” with its opposition. He en. 
couraged the gas industry to cultivate 
the “housing team” in the attempt to 
promote the use of gas in new dwellings. 

The speaker warned that the new 
housing market will be difficult in the 
future. One reason he gave was that 
people are uncertain about the future 
and job security. 

And Mr. Goldman pointed out that 
two out of three home buyers in the 
future will be second-time buyers, who 
will demand more in housing than the 
first time they bought a house. He also 
noted that the best potential buyers are 
the 30- to 40-year age group which is 
now static because most of these people 
now own their own homes. 

The housing situation—from the price 
viewpoint—is now an inverted pyramid, 
according to Mr. Goldman. He said that 
there are more than enough homes built 
in the lower price category. He said in 
the next decade more houses will be 
needed above the $17,500 category. 

“Housing must be made good enough 
so people will buy what they can af- 
ford,’ Mr. Goldman asserted. 

He said that just providing shelter is 
less and less important. Homeowners 
must be encouraged to trade up to qual- 
ity homes, Mr. Goldman said. Owners 
of pre-war houses must be convinced 
their homes are as obsolete as yesterday's 
car, he added. 

Mr. Goldman stressed close liaison 
with realtors, lenders, architects and 
others in the building field. “Sell build. 
ers, and you will make the Gold Star 
standards the standards of American 
housing,” Mr. Goldman said. 

“Home building needs something to 
make the buyer sit up and take notice— 
and this can be the all-gas home,” Mr. 
Goldman concluded. 

Mr. Charles, whose topic was “Beat 
"Em in Home Remodeling,” urged the 
formation of a one-stop service where 
the homeowner could take care of all 
facets of remodeling from selecting ap- 
pliances to decorating. 

“There are too many glamorous model 
kitchens and glamorous local advertising 
campaigns that say ‘remodel, Mr. Con- 
sumer’ and not enough effort to make 
it easy for Mr. and Mrs. Consumer f 
spend their money,” Mr. Charles a& 
serted. He said many homeowners 
haven’t done anything about house 
modernization because of the effort im 
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yolved in contacting a carpenter, a 
lumber, an electrician, a paint and 
wallpaper store, a lumberyard, a deco- 
rator and a hardware store. 

“Consumers spent over $13 billion 
Jast year—but despite the inconven- 
iences they had to go through in most 
instances, I wonder how much they 
would spend if we took away these in- 
conveniences?” the editor asked. 

This one-stop idea is no far-fetched 
dream, Mr. Charles noted. He said gas 
companies in Pittsburgh and Tulsa al- 
ready were taking part in such programs. 

Summing up, Mr. Charles said: “I 
say you can beat ‘em, whoever they may 
be, if you (1) carefully define Mr. and 
Mrs. Consumer, (2) find out what 
other utilities around the country are 
doing—then discard their bad ideas, 
use their good ones, and come up with 
your own, (3) help set up those services 
that will make remodeling the most con- 
venient for consumers and—one last 
thing: 

“Remember we're in a changing era, 
where it is not always going to be right 
to do something because it was success- 
ful yesterday. We're in an era of new 
concepts, as well as rapid change. . . . 
And now there's another new concept 
for you to act upon . . . one worth in- 
vestigating to the fullest. Added now to 
your vocabulary is One Stop—a phrase 
most likely to succeed.” 

The topic, “Beat ‘Em in Heating,” 
was taken by Mr. Strong who pointed 
out that the gas industry gas beat ‘em. 
He noted that in 1960 gas strengthened 
its position as the major home heating 
fuel, with 21 million heated with gas 
supplied by investor-owned utilities. 

“But being in first place guarantees 
us nothing,” Mr. Strong cautioned. “It 
only increases our responsibilities and 
intensifies our problems. We should 
have no illusions that our task will be 
made easier because of past successes.” 

Mr. Strong pointed out that while 
there are many other new and exciting 
appliances to offer customers, the fact 
temains that if the gas industry is to 
meet competition successfully and ex- 
pand business it has got to do it in 
heating. 

_ Turning to advertising by competi- 
tion, Mr. Strong said, “I happen to be 
one of those who think it is most un- 
fortunate that the electric industry chose 
the word ‘Flameless’ as its theme.” Al- 
though his is a combination company, 
Mr. Strong said, “We do not use it, and 
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First prize for ‘leisure living with gas’ exhibit 
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k Gas Company won first prize at the Honolulu Home Show with an exhibit built around a 
“leisurely living with gas” theme. Sunshine-yellow automatic-control gas appliances showed visitors 
how they could relax, while a gas-lit pool and rock garden added to the over-all winning impression 





we do not use any material where this 
word is stressed. We will continue to 
oppose its use by others at every op- 
portunity, because we do not believe 
‘flameless’ electricity makes any more 
sense than ‘shockless’ gas.” 

The activities of the oil industry also 
were touched on by Mr. Strong who 
said that in the northeast—a stronghold 
of the oil industry—dealers have banded 
together to form cooperative advertising 
groups. He cited several newspaper ad- 
vertisements which indicate that gas is 
expensive, dangerous and in limited 
supply. 

“Naturally, our first impulse is to 
strike back—call a lie a lie—answer the 
oil ads in kind,”” Mr. Strong said. ““How- 
ever, we'll probably do better in the 
long run if we concentrate on the truth- 
ful presentation of the value and ad- 
vantages of gas heating. I think Chet 
Stackpole’s letter of April 24 to A. G. A. 
member company delegates on this sub- 
ject suggests a proper course of action.” 

Robert L. Ingeman, manager, do- 
mestic sales department, The Peoples 
Gas Light and Coke Company, speaking 
on “Beat "Em in Air Conditioning,” 
called this field a fertile one for alert, 
sales-minded utilities. He said air con- 


ditioning has stimulated much interest 
by gas companies across the nation. 

Mr. Ingeman said when his company 
looked into air conditioning, it de- 
termined that the market was a large 
one that had scarcely been tapped. He 
said that for two and a half years his 
company has had a program to test and 
determine the total potential air condi- 
tioning market. The results were gratify- 
ing, the speaker said. 

“As of April 30, 1961, more than 
23,000 tons of gas-powered air condi- 
tioning equipment had been added to 
our system,” Mr. Ingeman noted. ‘This 
includes large as well as small units.” 

Mr. Ingeman said that the average 
installation cost of the units has been 
about $3,000. He pointed out that there 
is little difference between the 3.5 and 
the 5 ton units in installed cost. Service 
problems have been few, but where 
there is trouble, the only answer is to 
correct the problem quickly and prop- 
erly without quibbling, the speaker said. 

This year his company has embarked 
upon a new approach in selling gas air 
conditioning, Mr. Ingeman said. After 
a careful analysis, it was determined that 
acceptance of residential gas air condi- 
tioning is greatest in certain specific 
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areas of Chicago. In commercial estab- 
lishments there is no pattern. In addi- 
tion, the income level above which there 
is the greatest acceptance for residential 
gas air conditioning has been pin- 
pointed. 

“Therefore, our advertising program 
is being directed at these specific areas 
and these specific customers,” Mr. Inge- 
man said. “We are using a combination 
of direct mail as well as newspaper ad- 
vertising,” he explained. 

Mr. Ingeman noted that as customer 
interest in gas air conditioning grows, 
there is greater interest -by contractors. 
“It is interesting to note that our sales 
breakdown for residential types of gas 
air conditioning equipment indicates that 
almost 44 per cent of these installations 
are the result of dealer sales,” he added. 

At the opening session on the second 
day of the conference Dean James L. 
Hayes of the School of Business, 
Duquesne University, Pittsburgh, spoke 
on “Beat ‘Em in Management.” Dean 
Hayes cautioned against any complacency 
which might develop in the gas industry. 

“Because we charge customers and 
they pay, we must be doing it right, 
some companies think,” the speaker 
said. “This isn’t even good logic,” he 
maintained. 





Speaking of competition, Dean Hayes 
said legislation shouldn't be called for, 
but instead good management. “If you 
can’t compete, you get plowed under,” 
the speaker warned. ““The day when we 
eliminate this, we get into a kind of 
socialism,” he added. 

An ability to manage is completely 
different from having a knowledge of 
the gas industry, the speaker said. 
“Knowing your business does not neces- 
sarily make you a good manager.” 

Dean Hayes said that the hardest 
thing a man does when he joins man- 
agement is to give up the field in which 
he rose in the company. 

The way to get ahead is to get today’s 
job done well, and then you will move 
up, the speaker asserted. 

He stressed that management and 
companies must know where they are 
going to be in five or 10 years. “There 
is no point in having a yearly plan with- 
out long-range planning,’ Dean Hayes 
said. 

Not informing subordinates exactly 
what is wanted often contributes to poor 
management. “Management is the de- 
velopment of people, not things,” he 
said. 

“If you want to beat ’em in manage- 
ment, you have got to set goals for 





everyone,’ Dean Hayes maintained, 
At the final luncheon, Frank R 
Barnitz, assistant manager, new bysj. 
ness department, The Brooklyn Union 
Gas Company, was named chairman of 
the Eastern Gas Sales Council, succeed. 
ing Mr. Kelso. Robert A. Modlin, as. 
sistant general sales manager, The East 
Ohio Gas Company, was named a5 
sistant chairman in Mr. Barnitz’s place. 
Moderators for the ‘Ideas for Action” 
sessions held the afternoon of June 5 
and the morning of June 6 were: New 
Homes—Harry R. Hogan, The East 
Ohio Gas Co.; Robert B. Davis, The 
Tappan Company; Lewis S. Jackson, 
Long Island Lighting Company; LeRoy 
Klein, Caloric Appliance Corp.; Exist. 
ing Homes—Joseph N. Betz, The Pena- 
sylvania Gas and Water Co.; E. H 
Neubauer, Norge Sales Corp.; N. &. 
Ayre, Hope Natural Gas Co.; George 
T. Stevens, Whirlpool Corp. ; Heating 
and Air Conditioning—John J. Lynch, 
Arkla Air Conditioning Corp.; Willard 
E. Colvin, Reading gas division, The 
United Gas Improvement Co. ; Keith T, 
Davis, Bryant Manufacturing Co.; Jack 
B. Hoey, The Peoples Natural Gas Co.; 
Beat ‘Em in Management—James L. 
Hayes, dean, School of Business Ad- 
ministration, Duquesne University. 





Builder promotion 
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sociation with the new homes. At least 
twice that number of homes has been 
built to be promoted, but were sold be- 
fore completion.” 

In Mayfield, speculative building is 
mostly in the $15,000 to $20,000 price 
range, and a high percentage of homes 
have built-in ranges. During 1959, the 
first year that Western Kentucky Gas 
Company did business in the town (the 
utility purchased the Mayfield properties 
from the Mayfield Gas Company in Jan- 
uary, 1959), there were no gas built-in 
ranges installed in new homes. 

At a special meeting with area build- 
ers, the gas company offered to promote 
a multiple open house showing for 
them, if the builders would install 
equipment specified by the utility. 

A brochure, “Mayfield Spring Fiesta 
of Homes” outlined Western Kentucky's 
role and specified the gas equipment to 
be used—central fresh-air heat, gas 
water heater, outside gas light, and 
specifically a deluxe model Caloric pack- 
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age in a color-coordinated kitchen. 

In June, builders in Mayfield had six 
new homes gas equipped and available 
for the open house showing. The homes 
ranged in price from $15,500 to $27,- 
000 and were located in three different 
subdivisions. A special eight-page sec- 
tion was inserted in the local paper, and 
the public was invited to the open 
house. 

Following the open house, the May- 
field newspaper, in a front-page story 
estimated that 3,600 people visited the 
six model homes during the two days 
they were open. This was approximately 
25 per cent of the population of the 
town. 

The local builders were especially 
pleased at the interest and response of 
the public, according to Western Ken- 
tucky Gas Company. A realtor salesman, 
whose company handles most of the 
new homes in Mayfield sold through 
realtors, volunteered these remarks on 
the promotion: 


e“In public interest and response, 
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this was the most successful promotion 
ever staged in Mayfield.” , 

e He overheard a number of times 
the comment from visiting families, 
“When we build our new home, that’s 
the built-in range I want.”’ 

e A non-participating builder in May- 
field told the realtor salesman he would 
have some more houses for him to sell 
in the near future, “And you can be sure 
they will be gas.” 


Western Kentucky Gas Company feels 
that one noteworthy indication of the 
success of this promotion was the fact 
that, just two weeks after the gas pro 
motion, the Electric Plant Board saw 
fit to run a special newspaper edition 
discussing the advantages of electricity. 

A similar promotion was held by the 
gas company during the same month 
in Hopkinsville, Ky. Hopkinsville also 
is located in TVA territory. It has 4 
population of about 25,000. Builders 
there had 12 houses located in seven 
different subdivisions open during the 
promotion. 
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More than 5,000 people visited these 
open houses in two days. Two of the 
open homes had Caloric packages and 
they were the highlight of the promo- 
tion. Both were sold during the promo- 
tion. 

Although one new $25,000 subdi- 
vision started with two all electric 
homes and planned the next two homes 
for electricity, two weeks following the 
gas promotion the plans were changed 
to specify gas and, since then, all the 


new homes in the subdivision are all- 
gas. 

Some recent statistics on occupied new 
homes sum up the effect of Western 
Kentucky Gas Company’s efforts in 
Mayfield. 


© 1959—(The first year Western Ken- 
tucky Gas Company operated in May- 
field) 

No gas built-in ranges 

Ten per cent gas water heaters 

About 60 per cent gas heating 


© 1960—(The year of the ‘Fiesta of 


Homes” promotion) 


42 per cent built-in ranges 

50 per cent gas water heaters 
82.8 per cent gas heating 

¢ 1961—for first five months) 
73.3 per cent built-in ranges 
88.2 per cent gas water heaters 
100 per cent gas heating 


Western Kentucky Gas Company has 
proved to builders in its area that gas 


does it better. 





Mid-west sales 
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strom. Mr. Stackpole, in pointing to the 
resurgence of the gas refrigerator after 
it appeared that this appliance was on 
the brink of extinction, said two things 
are accomplished by putting the gas 
refrigerator into a home: it keeps the 
competition out and makes the all-gas 
home more plausible. 


Mr. Wikstrom reviewed gas heating 
and air conditioning programs. He 
warned against complacency in the fact 
that gas heat is being installed in eight 
out of every 10 new homes across the 
nation. The gas range was in the same 
favorable position in 1950, but, in the 
first quarter of 1961, electric ranges 
came within 5,000 units of gas ranges in 
shipments. 

The conference was concluded with 


an inspirational address by Dr. Elmer 
S. Hjortland, pastor, United Lutheran 


Church, Oak Park, IIl. 
Stan M. Johnson, Minnesota Valley 


Natural Gas Company, was elected chair- 


man of the 1962 conference, which will 


be held May 15-16 in Chicago. Succeed- 


ing him as first vice chairman is E. M. 
Demlow, Citizens Gas and Coke Utility 
Company. 
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tions prohibit installations of all types 
of heating equipment in all types of 
homes throughout a company’s entire 
service area, except for hardship cases; 
partial restrictions may apply either to 
certain types of equipment, to specific 
portions of the service area, to conver- 
sions from other fuels in existing houses, 
to installation in new homes, or to a 
combination of any, but not all, of 
these.) Companies reporting restrictions 
serve a total of 3.6 million residential 
consumers, equivalent to 12 per cent of 
total gas utility residential customers. 
(It should be understood, however, that 
fewer than 3.6 million customers are 
subject to restrictions, since restrictions 
are only partial in many cases.) In con- 
trast, a year ago gas companies serving 
nearly 15 per cent of all residential cus- 
tomers had reported some restrictions in 
effect, while at the end of 1951, nearly 
half the industry's consumers were 
served by companies that imposed heat- 
ing restrictions of some sort. Twenty- 
four companies, serving a total of 2.6 
million residential customers, provided 
data on the current size of the backlog 
of applications for gas heating permits 
in their territories; for reporting com- 
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RESIDENTIAL CUSTOMERS OF COMPANIES REPORTING 
GAS HEATING RESTRICTIONS 








1951-1960 
Number Residential Companies’ 
Reporting Customers Per Cent of 
Year Restrictions (Millions) Industry 
1951 n.a. 11.2 48 
1952 120 10.2 42 
1953 88 9.1 36 
1954 na. n.a. n.a. 
1955 61 6.7 25 
1956 58 5.3 19 
1957 55 5.4 19 
1958 53 5.3 18 
1959 56 4.4 15 
1960 37 3.6 12 


n.a.—Data not available. 


panies, these totalled 89,265 as of De- 
cember 31, 1960, less than two-fifths of 
the 231,000 backlog reported a year 
earlier. 

The statistics shown in this report are 
based on reports furnished by individual 
utilities, without whose valuable coop- 
eration industrywide studies of this na- 
ture would be impossible, plus estimates 
for non-reporting companies. The nearly 
400 responding companies served a to- 
tal of 29.7 million residential gas users 
throughout the nation on December 31, 
1960 and represented 96 per cent of the 
total industry. 

Manufacturers of gas heating appli- 
ances have indicated the value of this 


survey in the past in assisting them to 
determine the magnitude and location 
of the market for their products. Such 
information is most helpful to profitable 
production scheduling and marketing 
policies. Heating equipment manufac- 
turers are urged to utilize the informa- 
tion in this report, rather than to con- 
tact individual operating gas utilities for 
similar statistics. Any manufacturers or 
utilities requiring additional data of a 
similar nature should communicate di- 
rectly with the Bureau of Statistics, 
American Gas Association, 420 Lexing- 
ton Ave., New York 17, N. Y. 

(Tables of statistics follow on next 2 


pages. ) 
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RESIDENTIAL AND HOUSEHEATING CUSTOMERS OF GAS UTILITIES, BY STATE, DECEMBER 31, 1960 
(Th ds of Customers) 
Residential Cust s, Househeating Customers Added During 1960 
Dec. 31, 1960(p) — ae 
f — In Newly Built In Existing 
' Total Dwelling Units Dwelling Units 
7 House- << 
1 Total heating (%)? Number (%)* Number (%)* Number —(% 
# a —. * 
\ United States 30,832 21,352 69 1,171 (100) 730 (62) 441 (38) - 
i New England 1,531 411 27 34 (100) 13 (38) 21 (62) Ne 
= Connecticut 352 91 26 8 (100) (49) (51) C 
ia, Maine 31 6 20 * (100) (32) (68) N 
ay Massachusetts 947 258 27 23 (100) (33) (67) h 
! New Hampshire 36 7 20 1 (100) (53) (47) y 
ii Rhode Island 149 49 33 2 (100) (39) (61) R 
ii Vermont 16 oi 1 . (100) ( 0) (100) V 
. Middle Atlantic 7,070 2,523 36 152 (100) 88 (58) 64 (42) mid 
New Jersey 1,375 381 28 39 (100) (69) (31) Ly 
New York 3,670 997 27 68 (100) (51) (49) , 
Pennsylvania 2,025 1,145 57 45 (100) (59) (41) P 
East North Central 6,905 4,594 67 387 (100) 150 (39) 237 (61) fos 
IMlinois 2,175 1,135 52 133 (100) (30) (70) 
Indiana 731 358 49 55 (100) (25) 75) I 
Michigan 1,407 1,000 71 91 (100) (34) (66) h 
Ohio 2,068 1,845 89 77 (100) (64) (36) ¢ 
Wisconsin 524 256 49 31 (100) (49) (51) ' 
/ 
: West North Central 2,462 2,059 84 94 (100) 49 (52) 45 (48) We 
lowa 404 321 79 21 (100) (39) (61) , 
Kansas 489 479 98 8 (100) (91) (9) k 
Minnesota 447 341 76 18 (100) (57) (43) A 
Missouri 771 613 79 32 (100) (46) (54) h 
Nebraska 260 235 90 12 (100) (64) (36) 
North Dakota 35 21 60 1 (100) (54) (46) ' 
South Dakota 56 49 87 2 (100) (57) (43) 
South Atlantic 2,329 1,578 68 96 (100) 67 (69) 29) . 
i Delaware 62 21 34 3 (100) (70) (30) t 
District of Columbia 159 74 47 3 (100) (56) (44) , 
Florida 213 147 69 10 (100) (72) (28) ' 
Georgia 505 447 89 23 (100) (86) (14) 
| Maryland 531 276 52 18 (100) (83) . (17) . 
North Carolina 11 70 63 14 (100) (52) (48) : 
South Carolina 84 42 50 7 (100) (29) (71) \ 
Virginia 339 196 58 15 (100) (59) (41) ' 
West Virginia 325 305 94 3 (100) (84) (16) 
East South Central 1,376 1,209 88 51 (100) 35 (69) 16 (31) 7 
Alabama 439 359 82 20 (100) (59) (41) , 
Kentucky 399 334 84 15 (100) (71) (29) F 
Mississippi 250 246 98 5 (100) (76) (24) ' 
Tennessee 288 270 94 li (100) (79) (21) 
West South Central 3,507 3,497 100 102 (100) 9 (94) 6 ( 6) ba 
Arkansas 266 265 99 9 (100) (82) (18) \ 
Lovisiana 646 640 99 16 (100) (86) (14) ( 
Oklahoma 543 543 100 25 (100) (99) (1) ] 
Texas 2,052 2,049 100 52 (100) (96) 
Mo 
Mountain 1,165 1,121 96 59 (100) (85) 7 
Arizona 284 268 94 20 (100) (91) (9 ( 
Colorado 344 333 97 14 (100) (91) (9 \ 
Idaho 22 22 97 5 (100) (42) (58) r 
Montana 107 105 98 3 (100) (90) (10) ' 
Nevada 25 22 88 2 (100) (86) (14) ' 
New Mexico 161 161 100 5 (100) (97) (9 { 
Utah 163 156 96 8 (100) (78) (22) \ 
Wyoming 59 54 93 2 (100) (93) () , 
ac 
Pacific 4,487 4,360 97 196 (100) 182 (93) 14 ()) r 
Alaska Data not available Data not available ( 
California 4,265 4,230 99 178 (100) (98) (2) } 
Hawaii 35 0 0 0 a ~ = i 
Oregon 94 61 65 6 (100) (43) (7) \ 
Washington 93 69 74 12 (100) (49) (5!) fs 
: 
(p) Preliminary. °F 





* Percentages calculated from unrounded data. 
» Fewer than 500 customers. 
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ANTICIPATED ADDITIONAL HOUSEHEATING CUSTOMERS OF GAS UTILITIES, BY STATE, 1961-1963 


United States* 


New England 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


Middle Atlantic 
New Jersey 
New York 
Pennsylvania 


East North Central 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 

West North Central 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


South Atlantic 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


East South Central 
Alabama 
Kentucky 
Mississippi 
Tennessee 

West South Central 
Arkansas 
Louisiana 
Oklahoma 
Texas 


Mountain 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 

Pacific 
Alaska 
California 
Hawaii 
Oregon 
Washington 


* Excludes Alaska. 


1961 Anticipated Additions 
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In Existing In Newly Built In Existing In Newly Built In Existing 
Dwelling Dwelling Dwelling Dwelling Dwelling 
Units Total Units Units Total Units Units 
455 1,182 796 386 1,164 818 346 
26 40 13 27 42 15 27 
5 9 4 § 10 5 5 
b b b b b b b 
17 24 7 17 25 8 17 
1 2 1 1 2 1 1 
3 5 1 4 5 1 7 
0 0 0 0 0 0 0 
76 164 88 76 165 89 76 
14 41 27 14 42 28 14 
39 73 33 40 72 33 39 
23 50 28 22 51 28 23 
194 319 178 141 302 184 118 
71 90 46 44 84 45 39 
28 41 20 21 44 25 19 
48 68 35 33 56 37 19 
18 73 59 14 72 59 13 
29 47 18 29 46 18 28 
69 104 52 52 84 52 32 
21 21 8 13 20 8 12 
1 tg 6 1 7 6 1 
17 27 11 16 25 13 12 
22 32 17 15 18 16 2 
3 9 6 3 8 5 3 
4 5 2 3 3 2 1 
1 3 2 1 3 2 1 
33 11 78 33 117 82 35 
1 3 2 1 3 2 1 
2 3 1 2 3 1 2 
8 17 10 7 20 WW 9 
5 27 22 5 28 23 5 
4 22 18 4 24 20 4 
5 12 7 5 12 7 5 
4 7 3 4 7 3 4 
2 18 12 3 15 12 3 
2 s 3 2 5 3 2 
15 53 38 15 54 40 14 
4 16 11 5 16 12 4 
6 17 12 5 18 13 5 
1 8 7 1 8 7 1 
4 12 8 4 12 8 4 
10 11 101 10 114 104 10 
2 11 9 2 11 9 2 
3 18 15 3 19 16 3 
2 14 14 +8 14 14 - 
5 68 63 5 70 65 5 
12 74 64 10 76 65 1 
2 22 20 2 23 21 2 
3 18 16 2 19 17 2 
4 7 3 4 7 2 5 
° 3 3 - 3 3 ° 
> 4 4 i 4 4 - 
> 10 10 10 10 . 
2 8 6 2 8 6 2 
1 2 2 ” 2 2 ° 
20 206 184 22 210 187 23 
Data not available Data not available 
6 182 7 185 178 7 
0 0 0 0 0 0 0 
4 8 3 5 9 3 6 
10 16 6 10 16 6 10 
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Your investment in A. G. A. 


(Continued from page 12) 

damage to the public occurs through 
damage done to our mains and service 
by outside contractors. The Task Com- 
mittee, working with our member claims 
experts, has drawn up recommendations 
designed to reduce this damage. The 
recommendations will be given nation- 
wide distribution. 

Another important General Fund ac- 
tivity is the National Appliance Field 
Observation Program, participated in by 
96 of our member companies. Through 
service departments of these companies, 
there filters back to the A. G. A. Lab- 
oratories much valuable information as 
to difficulties with gas appliances. This 
information is collated by the Labora- 
tories, evaluated and forwarded to our 
manufacturer friends for their informa- 
tion and benefit. 

Working through its many commit- 
tees on every phase of our transmission 
and distribution business, the Operat- 
ing Section members constantly strive to 
see the shape of the future and do their 
part in helping to make that future come 
true. They see a day of unattended gas 
wells, compressor stations, city gate sta- 
tions and dispatch offices. These installa- 
tions will all be operating from remote 
control stations by computerized means, 
all for the ultimate benefit of our con- 
sumers. 


Public Information 

Next, the Public Information pro- 
gram—directed at staff by James Beall. 
Part of the program is financed through 
the General Fund and part through 
PAR. 

First, General Fund Activities: 


You have all seen the A. G. A. 
MONTHLY, our Annual Report and the 
Proceedings. We are a technical society 
as well as a trade association, and the 
MONTHLY serves our individual gas 
technicians and engineers, as well as the 
trade association aspects of our industry. 
It is highly rated among association 
magazines and has been cited from 
time to time for numerous national 
awards. 

The Public Information Bureau also 
provides Convention press coverage, 
press releases for major A. G. A. 
meetings and conferences. Further, this 
department is actively engaged in keep- 
ing the financial community favorably 
informed concerning the gas industry, 
and in publicity work to promote the 


domestic, industrial, and commercial 
uses of gas. 

While a minimum basic program in 
these areas has been financed from the 
General Fund, many of these activities 
have been strengthened and expanded 
under the PAR Public Information Pro- 
gram. As you know, since 1955, under 
PAR, your Association has carried out a 
comprehensive national public relations 
program for the gas industry which has 
included many new activities not pre- 
viously possible under the limited Gen- 
eral Fund program. 

Starting in 1959, A. G. A.’s president 
has annually told the gas industry story 
to the New York financial analysts. Pres- 
ident Potter addresses them early next 
month. Each president also meets with 
the editors of major newspapers, wire 
services and magazines in New York in 


December. 
A. G. A. Library 


A very important complement to both 
the technical, and information and com- 
munications aspects of our Association 
is the A. G. A. Library with Mrs. Edith 
Finch as Librarian. 

The Library contains a large basic 
book collection; files of over 400 pe- 
riodicals and house organs; 150 films; 
130 file drawers of pamphlets and clip- 
pings properly catalogued, all available 
to the industry for consultation and loan. 

This collection covers statistical and 
historical data, technical data, manage- 
ment information, biographies, maps, 
bound volumes of important periodicals, 
definitions, standards and bibliographies. 
The Library serves as a sort of corporate 
memory and it “backs up” all of our 
sections and activities. It is a repository 
of our gas industry heritage, lore, engi- 
neering and management know-how. 
Our future plans will make possible 
greater development of the non-tech- 
nical aspects of our collection in the 
areas of economics, management, pro- 
motion, sales and other subjects. 


Bureau of Statistics 

Your Bureau of Statistics and Market 
Research, managed by Ted Gradin, bears 
a title which belies the tremendous scope 
of its activities. Actually it is a Bureau 
of Finance, Economic and Business Re- 
search. 

The Gas Industry Finance Committee 
sponsors the Financial Forum held at 
proper intervals—the latest just con- 
cluded at Phoenix. This forum is the 


opportunity for our industry executives, 
leading security analysts and other top. 
level representatives from all branches 
of the financial community to get to 
gether and discuss matters of mutygl 
interest in a candid, off-the-record map. 
ner. 

The Bureau also conducts vital market 
research on gas sales and appliance po- 
tentials, gathers and collates statisticg} 
information on all phases of the gas ip. 
dustry. This information is made ayail. 
able to A. G. A. members and has alg 
proved indispensable to management 
and investment groups. The Bureau as. 
sists member companies in matters fe 
lating to financial analysis, rates and 
regulation, marketing research, economic 
research and general industry statistics 
Continuing public activities and pub 
lications of the Bureau include Gas 
Facts (comprehensive 250-page statis 
tical year book) and the Gas Data Book 
(condensation of statistical highlights), 
as well as the new loose-leaf Historical 
Statistical Data Book. It presents annual 
estimates of proved recoverable reserves 
of natural gas, quarterly reports of gas 
industry operations, monthly bulletin of 
utility gas sales, reports on employee 
accident experience of the gas industry, 
and additions to the Marketing Research 
Handbook. 

The Bureau's Rate Service issues the 
only publication of its kind showing, in 
detailed form, gas rate schedules in ac- 
tual use for every type of service for 
virtually all gas companies in the US, 
Canada, Puerto Rico, Hawaii and the 
Philippines. This service has proven it- 
valuable to rate-making departments ia 
designing new rates, to appliance and 
equipment manufacturers for types of 
gas served, to industrial and commercial 
departments in evaluating sales com 
parisons with other companies, and fo 
consulting engineers. 

The Statistical Bureau looks to a fe 
ture that will find it working closely 
with industry to make come true all of 
the things that can come true if the it 
dustry fixes its sights firmly on the goals 
outlined in the gas industry develop 
ment report. The Bureau sees no reasot, 
for example, why appliance potentials 
cannot be sales achieved. 


Utilization Bureau 

The Utilization Bureau, one of ou 
very busiest, headed by George Segelet, 
provides technical counsel to members 
on all uses of gas and assists membes 
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in working with all government bodies 
with whom we are constantly involved 
at the national level, and in matters re- 
lating to codes and ordinances. One of 
the Bureau’s most significant activities 
is supplying correct facts for the pur- 
of forestalling or counteracting ad- 
yerse and erroneous press stories con- 
cening gas. The Bureau also conducts 
iodic studies of gas equipment in- 
sallations and reports on the compara- 
tive performance of competitive equip- 
ment. Numerous manuals are published, 
including the Gas Appliance Service 
Manual, the Gas Heating Controls Serv- 
jee Manual, and the Gas Engineer's 
Handbook. The Bureau also cooperates 
in its scope with regional gas associa- 
tions, member companies and individ- 
uals on a wide range of technical prob- 
lems. 
Utilization also provides expert testi- 
mony in court cases ; advises in explosion 
cases; advises Industrial, Commercial 
and Domestic Appliance manufacturers 
and consumers. 

For the future, Utilization expects to 
turn out manuals on Comfort Heating, 
Fundamentals of Gas Appliance Servic- 
ing, Reference Manual for Modern Gas 
Service, Combustion, Gas Range feature 
booklet. Too, they are pointing toward a 
continuous competitive testing program 
so that the industry will have competi- 
tive results as soon as each new com- 
peting appliance hits the market. 


Washington Office 


The Washington Office, managed by 
Curtis Morris, functions to keep itself 
and the industry alerted to the latest de- 
velopments in the regulatory area and 
in those aspects of legislation which 
have a direct bearing on the gas indus- 
try. At the present time, among other 
activities, the Washington Office is 
watching closely the developments in 
the so-called “national fuels policy” 
area. Every two weeks, industry execu- 
tives receive the Washington Informa- 
tion Service Letter which reports recent 
government regulatory and_ legislative 
developments. 

As you know, our Association revised 
its policy in 1959 with regard to legis- 
lative liaison. To date, it has not been 
hecessaty to invoke the Association’s 
new policy, but preparations have been 
going on since 1959 to improve our own 
alertness and to improve the status of 
awareness in the industry generally. 

There are several A. G. A. commit- 
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tees which have a vital interest in Wash- 
ington affairs. They are: 


Executive Committee of the Board of 
Directors 

Special Committee of Executives on 
Regulatory Affairs 

Industry Understanding Group 

Committee of Executives on Taxation 


Seward Abbott, utilization engineer, 
performs important and effective liaison 
for our member companies in their con- 
tacts at the national level with such 
federal agencies as VA, FHA, the 
Army, Navy, Air Force, Bureau of 
Standards. 


Home Service 

The Home Service Bureau, with Mrs. 
Ellen Bridges as counselor, counsels 
with gas company Home Service De- 
partment personnel to help maintain 
direct and friendly contacts with the na- 
tion’s homemakers; assists in organiza- 
tion of new home service departments ; 
disseminates and exchanges, through 
news letters, information on home serv- 
ice activities; compiles an annual list of 
home service people; and assists in re- 
cruiting personnel. The annual A. G. A. 
Home Service Workshop on methods, 
equipment, sales and promotion serves 
as a training course for new personnel 
and as a refresher course for experienced 
directors and their associates. The Bu- 
reau publishes numerous booklets on the 
operation of home service and career re- 
cruitment. “Home Service Home Calls,” 
“Home Service Training on the Job” 
and “Home Service Organization and 
Promotion” give assistance in the or- 
ganization of a department. For career 
recruitment, the Bureau publishes “Hitch 
Your Wagon to a Star.” An equipment 
promotion booklet is available, titled 
“Home Service Promotion Ideas for the 
Thermostatic Top Burner.” The Bureau 
urges its members at the local level to 
interest themselves, not only in the vari- 
ous phases of cooking, but in the promo- 
tion and sales of air conditioning, water 
heating, disposing, laundry, dryers, light- 
ing, dishwashing. 


Laboratories 

Now let’s take a bird’s eye view of 
the Labs, managed by Frank Hodgdon. 
First a few quick figures, shown on the 
chart headed “A. G. A. Laboratories.” 
We are concentrating here on the Asso- 
ciation’s participation in the creation of 
safety standards for gas appliances and 


equipment. Note the over $2 million 
expenditure. That’s only part of the 
story. 

And the meeting item. That is cer- 
tainly a minimum figure. Taking into 
account the frequent two-day and occa- 
sional three-day meetings, we think the 
figure is something like 1,700 meeting- 
days. At an average attendance of 15-20 
people we arrive at 30,000 man-days of 
work that has gone into the making and 
improving of standards—exclusive of 
the day-to-day work of the staff. 

After some 30 years of pioneering on 
our industry's part, other industries are 
beginning to recognize more and more 
the validity and usefulness of a pro- 
gram, such as ours, which is aimed at 
protection of the customer. 

And what of the future? Well, we 
had the management consultant firm 
of Robert Heller Associates in 1958 to 
help the Labs get ready for the future. 
Implementation of their recommenda- 
tions was virtually completed in 1960. 
There only remains the installation of 
some additional test equipment. 

Our Approval Requirements Commit- 
tee has been devoting considerable at- 
tention to making sure that committee 
working structure permits maximum 
flexibility in considering new products. 
The Laboratory Managing Committee 
has taken steps to assure that the Lab- 
oratories will be in a position to handle 
safety approval testing of new products, 
promptly and comprehensively. For ex- 
ample, standards were available for ab- 
sorption air conditioning shortly after 
utilities requested them (and somewhat 
before all manufacturers agreed there 
should be standards!) Gas engine pow- 
ered air conditioning standards were 
prepared even more rapidly. Recent 
changes in committee structure will re- 
sult in expediting development of stand- 
ards for such commercial equipment as 
large clothes dryers, large incinerators, 
industrial space heaters, and even radi- 
ant chicken brooders. 

Close working cooperation is main- 
tained with regional, national and in- 
ternational gas and allied organizations. 

We invite your further inquiry and 
your comments, criticisms and sugges- 
tions. As I said, the staff proposes, but, 
and quite properly, the members dispose. 
Through communication, foresight and 
feedback your Association will continue 
to respond intelligently and we believe 
effectively and beneficially to your 
wishes. 
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Industry 
‘news 


OUR SOLUTIONS to the long-standing 
problem of correlating weather data with 
gas sendout are presented in a report issued 
recently by an operating division task com- 
mittee of the New England Gas Association. 

The report, “Economics of Peak Shaving; 
Techniques of Weather and Load Forecast- 
ing and of Daily Dispatching,” which took 
over two years to prepare, was undertaken at 
the suggestion of John L. Turnan, Worcester 
Gas Light Company, who acted as chairman 
of the task committee. 

According to Clark Belden, managing di- 
rector, NEGA, utilities now trying to solve 
their load-forecasting problems without ap- 
propriate and adequate records should find 
this report valuable, since it suggests practical 
methods for determining both economics of 
gas purchasing and peak-shaving requirements 
based on the 20-year experiences of four 
leading New England distributing gas utili- 
ties representing large, medium and small 
operations. 

Mr. Belden pointed out that accurate load 


Natural gas comes to Angol 


NEW DISHWASHER—the first to uti- 

lize gas—is currently being demonstrated 
to gas utilities at a series of presentations 
around the country. 

At the most recent demonstration in Phil- 
adelphia, June 21, Joseph O. Ellis, president 
of Preway Inc., the manufacturer of the dish- 
washer, announced that the first 1,000 ma- 
chines would go into production in July. Ac- 
cording to Mr. Ellis, Preway has submitted 
its gas dishwasher to the A. G. A. Labora- 
tories, where it is undergoing final tests prior 


Weather and load forecasting solutions offered in NEGA 


forecasting presents a high degree of re- 
sponsibility to the operating gas man. First, 
Mr. Belden said, the operating man must 
have techniques (a) for determining the 
optimum contract quantity of pipeline gas 
that will be available to him, and thus the 
probable amount of peak-shaving gas that 
he will be required to make, and (b) for 
computing his total annual production costs. 

Second, having committed his utility to a 
fixed maximum natural-gas demand, he must 
determine his daily and even hourly sendout 
in order to make full use of the natural-gas 
demand to which he is entitled without ex- 
ceeding this demand with the consequent fi- 
nancial penalties. 

Particularly in New England, Mr. Belden 
stated, the vagaries of weather have taken on 
a new and significant meaning. The pipeline 
rates and penalty clauses currently in effect 
have made it essential to know as far in ad- 
vance as possible the probable weather 
changes in store for this area. Since a large 
number of major storm tracks cross New 


a, Indiana 





Through the efforts of American Louisiana Pipe Line Co. and Consumers Natural Gas Corp., the city 
of Angola, Ind., is now supplied with natural gas. Mayor Wendell Jacob opened the master valve to 


let gas flow, while at his left C. B. Melton, C 


s Gas president, local officials looked on 
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Gas dishwasher demonstrated to utilities 





to approval, and now is prepared to offer the 
first production models to utilities for their 
own inspection and familiarization 

The dishwasher is described by Preway 4 
a gas appliance that now gives gas utilities 
the opportunity to participate in the grow; 
market for dishwashers, and to offer the pub. 
lic, for the first time, a “truly complete all. 
gas kitchen.” 

The gas dishwasher features a “powered 
burner” gas heater to boost input water tem. 
perature as high as 180 degrees. 


report 


England, a weather service that presents ade. 
quate warnings of impending changes jg 
imperative for the most efficient operating 
procedures, Mr. Belden said. 

For high accuracy in obtaining local daty 
the report recommends both a good weather 
service and utility-owned instruments. Tem. 
perature recorders and wind velocity meters 
are mentioned as being particularly useful, 

Available sources of load-forecasting data 
in the report include: 

(1) Weather forecasts from both private 
services and the U. S. Weather Bureau; (2) 
estimation of effective degree days; (3) 
derivation and application of heating send. 
out factors; (4) local variables affecting 
sendout. 

Factors relating to the economical use of 
contract gas include: (1) dispatching meth. 
ods to hold percentage of peak-shaving gas 
sendout at a reasonable level; (2) effective 
use of plant resources in peak shaving; (3) 
high load factor operation during off-peak 
periods. 


Gas dictionary issued - 


A “DICTIONARY of the Gas Industry” 
covering technical terms in seven la 
guages has been published by the Elsevier 
Publishing Company, Amsterdam, Holland, 
with the cooperation of the American Ga 
Association. 

According to the publishers, “the gas im- 
dustry has long felt the need for a dictionay 
in several languages covering the technial 
terms used in connection with manufactured 
gas, natural gas and liquefied petroleum 
gases. The ‘Dictionary of the Gas Industry 
is intended to fill this gap. In this volume 
are found, arranged according to the rational 
classification of the International Gas Unioa, 
the equivalents in seven languages—Dutth, 
English/American, French, German, Italian, 
Portuguese and Spanish—of 2,932 terms © 
lating to the production, distribution and 
domestic and industrial utilization of mane 
factured, natural and liquefied petroleum 
gases.” 

The publishers said that “79 definitions 
and 379 explanatory diagrams are includ 
to clarify the meanings of certain terms whit 
might otherwise be open to misunderstand 
ing. Tables of abbreviations, conversiol 
tables and alphabetical indexes in all of th 
seven languages complete this work.” 

The dictionary has been prepared will 
support from UNESCO. 
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A. G. A. wins safety award 


HE AMERICAN Gas Association has been 
oli a winner of the National Safety 
Council’s 1961 Association Safety Award. 

A.G. A. was one of 11 associations, repre- 
senting various industries in the United 
States and Canada cited by the council for 
over-all safety programs and significant 
achievement in their above average progress 
in accident prevention. 

Howard Pyle, National Safety Council pres- 
ident, congratulated the officers and mem- 
bers of A. G. A. for “your fine contribution 
to safety in industry.” 

“Your program,” Mr. Pyle said, “not only 
deserves this recognition, but what you have 
done adds inmeasurably to our knowledge 
of successful association safety work.” 

A. G. A. was cited for reducing disabling 
injury frequency 28.2 per cent over the last 
five years and for its continuing program of 
collecting accident statistics, conducting safety 
contests with appropriate awards, publication 
of injury rates by company name and by 
code, safety training courses for supervisors, 
and the provision of materials and consulta- 
tion which have been significant contribu- 
tions to safety. 

A. G. A. has been represented on the Pub- 
lic Utilities Section Executive Committee, of 
the National Safety Council, and on other 
council committees including the Commer- 
cial Vehicle Section Executive Committee; 
Motor Transport Section Executive Commit- 
tee, and the industrial conference of the 
council. : 


NACE to meet 


ORROSION in oil and gas well equip- 

ment will be highlighted at six technical 
committee meetings during the 1961 Con- 
ference and Exhibition of the South Central 
Region of the National Association of Cor- 
rosion Engineers at the Shamrock Hilton 
Hotel, Houston, Texas, October 23-26. 

Objectives of these committees are detec- 
tion of corrosion in oil field equipment, 
control of oil field corrosion by chemical 
treatment, cathodic protection of oil field 
equipment, metallurgy of oil field equipment, 
protective coatings and non-metallic materials 
for oil field use, and economics of corrosion 
control. A task group of the committee on 
pipe line corrosion will have a session to dis- 
cuss minimum requirements for protection 
of buried pipe lines. 

A symposium on industrial maintenance 
Painting will be an innovation of the tech- 
nical program. Members of the following 
T-6D subcommittees are in charge of the 
Program: Industrial maintenance painting 
problems ; contract vs. plant maintenance paint- 
ing; and engineering design for corrosion. 


New Canada plant 


ANEW 14,000 sq. ft. plant has been opened 
by A. O. Smith International S$. A. in 
Stratford, Ontario, Canada. 

D. J. O'Connell, president, noted that man- 
ufacturing operations there will center on 
the company’s Burkay commercial water heater 
for wide application in coin-operated laun- 
mes, apartment buildings, and restaurants. 
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Western Kentucky Gas Company promotes “Gaslite Day” 


€ 


A gaslight-equipped chariot gets set for the campaign during Western Kentucky Gas Company’s 
“Gaslite Day” promotion. The company requested its employees, in this case Bill Spurrier, to ask 


at least ten people to buy a gaslight during the one day promotion. Result 


RECENT “GASLITE Day” promotion by 

Western Kentucky Gas Company resulted 
in more than 6,000 customer contacts and 
signed orders for 1,263 gaslites for this one- 
day effort. 

The procedure used for the promotion was 
to have district managers hold a brief meet- 
ing with their employees on the day before 
“Gaslite Day.” Every employee was requested 
to ask at least 10 people to buy a gaslite. 
The results were phoned into the general 
office by 9:00 a.m. the morning after “Gas- 
lite Day.” 

Connie Taylor, a secretary with the gen- 
eral office, pursued everyone connected with 
a new medical center, including the con- 
tractor, architect, doctors, and finally went 
before the board of directors to come out 
with an order for six gaslites. 

Jim Holley and Bob Breckenridge in the 


Sahara gas shipped 


ONCH INTERNATIONAL Methane Lim- 
ited, the Gas Council of Great Britain 
and a group of French companies have agreed 
on terms for the importation of Sahara Des- 
ert gas into the United Kingdom, according 
to L. F. McCollum, president of Continental 
Oil Company, Houston, Texas. 

Conch is owned by Continental, the Royal 
Dutch Shell Group and the Union Stockyard 
and Transit Company of Chicago. 

The gas will be transported by special 
tankers after liquefaction at Arzew near Oran 
in North Africa. The liquefaction will be 
carried out by a company formed by Conch, 
French producers, B. R. P., Air Liquide, and 
Les Societies de Developpement Regional de 
l’Algerrie et du Sahara. 

The terms and conditions of the agreements 
will be submitted to the appropriate United 
Kingdom government authorities for ap- 
proval, said Mr. McCollum. 





1,263 signed orders 


air conditioning department called on heat- 
ing contractors and talked them into giving 
a free gaslite with each gas furnace installa- 
tion. The two men sold more than 100 
gaslites. In another case, a building contractor 
starting a new subdivision signed an order 
for 200 gaslites—one for every house in the 
subdivision. 

However, it was the combined effort and 
enthusiasm of employees in every department 
and in every district of the company that 
produced this successful promotion. 

Most of the sales were Arkla Cabildo, 
Embassy and Flair Models at the regular 
prices of $39.50, $44.50 and $49.50 installed. 
There was no advertising of any kind to the 
public in any district. 

Western Kentucky Gas Company serves 
approximately 80,000 customers in 61 towns 
in Kentucky. 


New scrubber introduced 


A COMPLETELY packaged, portable gas 
scrubber, especially designed to clean gas 
discharged during laboratory tests or pilot 
plant operations, has been introduced by 
Schutte and Koerting Company. 

The package includes storage facilities for 
up to 150 gallons of water or caustic solu- 
tion. A centrifugal pump, blower, piping, 
stack, Rotameter, electrical combination 
starter-disconnects and a removable mist 
eliminator are also supplied. 

The heart of this compact new unit is a 
scrubber-separator. This unit combines an 
ejector-venturi gas scrubber with an inertial- 
impact type separator, in one integral part. 
This construction provides vastly improved 
particle separation, as well as the virtually 
complete elimination of moisture carryover, 
say the manufacturers. In field tests, liquid 
carryover has been reduced to a practically 
immeasurable 0.00002 gallons per 100 cfm. 
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Long Island Lighting opens new office 





Long Island Lighting Company has 





P 


d this new office building at its operations center at Hew- 


lett, Long Island, N. Y. A shops and stores building of 15,000 square feet, a garage of 10,400 
square feet, and outdoor storage platforms totaling 17,200 square feet compiete the $3,600,000 site 


Future uses of LP-Gas featured in cartoon 


HE NATIONAL LP-Gas Council is an- 

ticipating a whale-size publicity success 
Sunday, July 16, when a nationally syndi- 
cated cartoonist highlights “futuristic” uses 
of LP-Gas in his comic strip. 

Cartoonist Art Radebaugh, in his Chicago 
Tribune-New York News copyrighted strip, 
depicts a “Science Age’ LP-Gas fuel cell 
which can be transferred from ‘“‘car to boat 
to plane, whenever desired.” His copy de- 
scribes “‘suitcase size’’ LP-Gas fuel cells as 
being capable of doing everything from 
“warming a baby’s bottle to driving loco- 
motives.” 

LP-Gas Council members are particularly 


Dig this cave! 





The biggest cavern ever hewn from solid granite 
will serve as storage vessel for propane at Sun 
Oil Company's Marcus Hook, Pennsylvania refinery 
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delighted with the publicity, said President 
D. G. O’Meara, because it dramatizes the 
ultra-modern properties of LP-Gas. 

“LP-Gas is as modern as tomorrow and 
its versatility is almost without limit,” 
Mr. O'Meara said. “This cartoon certainly 
demonstrates that LP-Gas has a bright future.” 

The council staff assisted Mr. Radebaugh in 
the preparation of the comic by providing 
him with information about the many uses 
of LP-Gas. 

Some 31 Sunday papers, in metropolitan 
centers across the country, buy the Chicago 
Tribune-New York News copyrighted ‘Closer 
Than We Think” comic. 


Gas plant planned 


MULTI-MILLION dollar gas Processing 

plant will be built near Yscloskey, Ig 
by Shell Oil Company and six other ojj 
producers. 

Construction is expected to begin August } 
with completion estimated for May 1, 1962, 

Tennessee Gas Transmission Company yilj 
supply natural gas from numerous fields jp 
the lower Mississippi Delta region, and 
Shell will operate the plant to process up tp 
650 million cubic feet of gas daily and ge 
cover about 10,000 barrels daily of hydro. 
carbon liquids (propane, iso-butane, butane 
and natural gasoline). 

In addition to Shell, participants in the 
venture are the California Company, Cities 
Service Production Company, Humble Oj 
and Refining Company, Continental Oil Com. 
pany, Atlantic Refining Company and Tide 
water Oil Company. 


Gas makes rocket fuel 


ATURAL GAS will be processed to make 

rocket fuel at a new multi-million dolla 
liquid hydrogen plant being built by Linde 
Company, a division of Union Carbide Cop. 
poration, near Fontana, California. 

The new plant will supply 21 tons per 
day of liquified hydrogen to west coast rocket 
development centers under a $31 million 
contract awarded to Linde by the Na 
tional Aeronautics and Space Administration 
(NASA) last December. 

The hydrogen synthesis section of the 
plant will be built by Chemical Construction 
Corporation and will be designed in a sin- 
gle train for catalytic steam methane re 
forming of natural gas at 175 psig. 

Compression, ultra-purification and lique- 
faction section of the plant will be engineered 
by Linde. 

Construction is scheduled for<ompletion by 
June 1962. 


U. S. gas industry group starts Soviet tour 


A VISIT by Russian gas experts to the 
United States has been postponed, but 
eight Americans have begun a month-long 
tour of the Soviet Union. 

The Russians had planned to tour U. S. 
gas facilities in May, but were unable to 
complete arrangements for the trip. Their 
exchange visit will probably be made in 
September, according to A. G. A., which is 
coordinating the tours with the U. S. State 
Department. 

The visits will be the first for gas experts 
of the two countries under a 1959 agreement 
providing for scientific and cultural ex- 
changes. 

The Americans, touring the Soviet Union, 
were to leave from Stockholm July 2 at the 
conclusion of the Eighth International Gas 
Conference. 

The U. S. delegation includes: E. H. 
Smoker, president, The United Gas Improve- 
ment Company, Philadelphia; William R. 
Connole, Washington attorney and former 
Federal Power Commissioner; Henry A. 
Eddins, president, Oklahoma Natural Gas 
Co., Tulsa; Baxter D. Goodrich, senior vice 
president, Texas Eastern Transmission Corp., 


Shreveport, La.; Fred W. Batten, vice prest- 
dent, The Columbia Gas System, Inc., New 
York; Robert B. Stewart, vice president, Nat- 
ural Gas Department, Phillips Petroleum Oo, 
Bartlesville, Okla., Paul W. Kraemer, vice 
president, Minneapolis Gas Co., and Samuel 
J. Cunningham, senior research enginetf, 
A. G. A., New York. 

The American group plans to spend four 
days in Moscow at the All Union Institute of 
Natural Gas Research and a fifth day i 
specting the city’s gas distribution system. 

Two days have been allotted to studying 
the Ukraine State Gas Planning and Desigr 
ing Institute. The Americans were to devote 
five days to visiting a gas field and gasoline 
plant in Shebelinka in Eastern Ukraine and 
the Shkapovo and Minnebayevo fields # 
Bashkir. 

The group is scheduled to stay three of 
four days in Krasnodar where there is # 
40-inch pipeline. In Stavropol, gas fields 
prospecting techniques and storage afe 0 
the itinerary. The last two working days at 
planned for Leningrad where the U. S. @ 
perts expect to visit a butane regeneration 
plant and the city distribution facilities. 
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Lone Star Gas Company supplies fuel for fountains in Dallas, Texas 


© NEW TYPES of gas operated water 
fountains—one flame-topped for display 
purposes and the other propane-fueled to 
supply cool drinking water—are in action in 
the territory of Lone Star Gas Company. 

The first type of fountain, which features 

flames dancing on two huge basins of 
water, is located in front of a Dallas, Texas 
motor hotel, and has helped the inn to realize 
a 300 per cent increase in business. 

According to the hotel manager, a check 
on “drop-in” traffic (guests without reserva- 
tions) during the first few weeks the foun- 
tain-torches were in operation, revealed an 
average of 30 to 35 drop-ins a night. When 
the torches were off, drop-ins dropped to 
about 10 per night. 

The fountains are in the form of metal 
bowls and stand on pipe legs about five feet 
above a figure-8 shaped pool of water. Water 
is pumped into the bowls, then cascades over 
the sides. Natural gas is piped into a metal 
ting submerged in each bowl of water. The 
gas escapes through holes in the rings, and 
its pressure causes the water's surface to bub- 
ble, thus adding to the effect. A pilot light 
afrangement ignites the gas as it comes to 
the surface; then flames rise to a height of 
about three feet. 

The second type of fountain, a propane 


Gas gives high heat 


gas-actuated drinking fountain, is now un- 
dergoing field tests at a Dallas golf course. 

Development of the fountain, for installa- 
tion where power outlets are unavailable or 
impractical, was spurred by a request of L. B. 
Houston, director of Dallas parks and recre- 
ation. Mr. Houston challenged Lone Star Gas 
Company to devise a means to refresh thirsty 
golfers on the city’s municipal links. 

Lone Star research engineer Ed Muehl- 
hause responded by converting a 12-foot 
Norge refrigerator into a prototype model of 
the gas-fired fountain. 

A large fiberglas water storage tank, de- 
signed to accommodate an ample quantity of 
cold water, was installed inside the refrig- 
erator’s food compartment. A set of copper 
coils, through which the drinking water 
passes under pressure, was placed in the 
tank’s bottom. 

The unit's refrigeration coils first cool the 
water in the storage tank, which then cools 
the water flowing through the copper coils. 
Controls keep the fountain operating be- 
tween 38 and 55 degrees Fahrenheit. To con- 
serve refrigeration, a precooler takes waste 
water from the fountain’s bubbler and runs 
it through the unit’s heat exchange system. 

Fuel system for the fountain consists of 
two 100-pound drums of propane. 


Gas flames dance on surface of spectacular foun- 
tains at a motel in Dallas, Texas. Lone Star Gas 
Company supplies fuel for these traffic-stoppers 


Gas bills to be reduced by Consumers’ Gas Company 


munities served by Consumers’ Gas, Ottawa 
Gas, and Brockville Gas. 

Oakah L. Jones, president and general 
manager of Consumers’ Gas, said that the 
total of the 14 annual rate reductions to cus- 
tomers during the last six years has been 
nearly $10 million. 

The new reductions will represent savings 
for nearly all classes of customer, residential 
heating and cooking, Mr. Jones said. 


University of Cincinnati honors two utility men 


NEW HEATING process, which uses = CONSUMERS’ Gas Company has 
natural gas to achieve temperatures as applied for Ontario Energy Board ap- 
high as 6,000 degrees, was demonstrated re- proval of new rates which would reduce 
cently by Arthur D. Little, Inc. natural gas bills to homes, municipalities, 
Representatives of the American Gas As- business and industry by one to one and a 
sociation saw how this new method works _ half million dollars a year. 
in a demonstration at the research organ- Fourteenth voluntary rate reduction since 
ization’s Cambridge, Mass., laboratories. The natural gas replaced manufactured gas in 
firm has just completed a program for Consumers’ system in 1955, the latest pro- 
A. G. A. to explore new gas uses. posed cut would be effective in all com- 

A variety of metals melted during the 
demonstration ranged from copper to tan- 
talum which has one of the highest melting 
points of any metal. 

The new method produces a heat source 
in the range of 3,000 to 6,000 degrees Fah- 
renheit and opens up many new industrial 
uses of gas as a heat source. 

The process is a potential heat source 
when either rapid, high-temperature heating 
or an intense localized heat source above 
3,000 degrees is desired. It could be used for 
such purposes as radiant heating in open 
hearth steel furnaces, in cutting, welding and 
drilling metals or other materials, and in 
glass melting. 

Under development for two years by Ar- 
thur D. Little, Inc., the process utilizes a 
“boosted” burner which is a patented inven- 
tion of Bela Karlovitz of Combustion & 
Explosives Research, Inc., Pittsburgh, Pa. 
Both the new use of gas as a source of high 
heat and the invention were announced re- 
cently for the first time. 

The method provides a new, economical 
heat source through the boosted burner, which 
8 a device by which electrical energy is su- 
Perimposed on energy derived from combus- 
tion of natural gas or other fuels. 
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At recent twilight commencement exercises, Dr. Walter C. Langsam, center, president of the Univer- 
sity of Cincinnati, conferred Honorary Doctor of Law degrees on E. S. Fields, left, president, Cin- 
cinnati Gas and Electric Company, and H. R. LeBlond, right, a director of the Cincinnati utility 
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Highlights of cases before the Federal Power Commission 
Bureau of Statistics, American Gas Association 


Certificate cases 


@ Cities Service Gas Co. has been author- 
ized to build, replace, and operate natural 
gas facilities designed to increase the ade- 
quacy and efficiency of parts of its system 
in Kansas and Missouri. The facilities to 
be constructed at an estimated cost of 
$1,169,000 include an eight-mile loop-line 
and the replacement of about 15 miles of 
line with larger diameter pipe. 


@ Coastal Transmission Corp. has re- 
ceived approval of its budget-type proposal 
to construct facilities, when required, to 
attach new gas supplies. The over-all cost 
of construction will not exceed $1,500,000, 
with single projects limited in cost to 
$300,000. 


@ El Paso Natural Gas Co. has been au- 
thorized to construct about 37 miles of 
small diameter pipeline, a meter station, 
and appurtenant equipment at an estimated 
cost of $949,000. The facilities will be 
used to sell about 20 million cubic feet of 
natural gas daily to Southern Union Gas 
Co. for resale as fuel for a pulp mill cus- 
tomer in Arizona. 


@ Hope Natural Gas Co. has been author- 
ized to construct about 18 miles of small 
diameter pipeline to replace parts of an old 
gathering system, and to connect 76 for- 
mer oil wells to its Fink storage pool. The 
work will be done in two stages, during 
1961 and 1962 at an over-all cost of 
$790,000. 


@ Kansas-Nebraska Natural Gas Co. has 
received approval of its budget-type pro- 
posal to construct natural gas facilities, 
when needed, to secure new gas reserves. 
Single projects are limited in cost to 
$500,000, with total cost of all projects not 
to exceed $1,500,000. 


@ Michigan Wisconsin Pipe Line Co. has 
filed a budget-type application seeking 
authorization to construct natural gas 
facilities, as required, to attach new gas 
supplies. All projects will not exceed an 
over-all cost of $3,000,000 with single 
projects limited to a cost of $500,000. 


@ Southern Natural Gas Co. and Texas 
Gas Transmission Co. have had their 
budget-type applications accepted for filing. 
Both firms propose to construct facilities to 
facilitate the purchase of new gas reserves 
as they become available. Each company 
has limited total construction cost to 
$3,000,000 and single projects to $500,000. 


@ Tennessee Gas Transmission Co. has 
been granted temporary authority to con- 
struct and operate about 33 miles of pipe- 
line and other facilities at an estimated cost 
of $3,403,000. These new lines will be at- 
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tached to nearly 383 billion cubic feet of 
natural gas reserves located in, and off- 
shore, Louisiana. The current authorization 
is part of a proposal covering seven sep- 
arate pipelines to seven new producing 
areas containing a total of nearly 724 bil- 
lion cubic feet of new natural gas reserves. 
Previously, authorization was granted for 
some 50 miles of pipeline covering 341 
billion cubic feet of reserves, at an esti- 
mated cost of $4,600,000. 


@ Texas Gas Transmission Corp. has been 
granted authorization to construct about 
$6,000,000 of natural gas facilities, over a 
three-year period, to test prospective un- 
derground natural gas storage reservoirs. 
The cost of facilities, in any one year will 
not exceed $2,000,000, and the cost of any 
single project will not exceed $1,250,000. 
The total volumes of natural gas to be in- 
jected into the storage projects during the 
three-year period will not exceed 10 bil- 
lion cubic feet, with no more than 2 bil- 
lion cubic feet injected in any single 
project. 


@ Transcontinental Gas Pipeline Corp. has 
been granted authorization of its budget- 
type proposal to construct, from time to 
time, facilities required to purchase new 
natural gas supplies. The total over-all cost 
will not exceed $1,500,000, while single 
projects are limited in cost to $500,000. 


@ United Gas Pipe Line Co. has been tem- 
porarily authorized to construct and operate 
natural gas pipeline facilities costing about 
$17,000,000 to enable the company to take 
gas from the Bastian Bay and West Bastian 
Bay Fields of Louisiana. The construction 
includes about 59 miles of 36-inch pipeline 
and other appurtenant facilities, and has 


SUMMARY OF PIPELINE COMPANY RATE 
FILINGS—MAY, 1961 


Annual 


Number Amount 





Increases under suspension 
at beginning of month 
Increases suspended during 
month —- —_ 
Increases disposed of after 
suspension 3 
Amount allowed — 


110 $388,215,900 


Amount disallowed 
Amount withdrawn 
Increases allowed without 
suspension — — 
Increases suspended and 


pending at end of month 107 $387,016,600 


been designed to transport about 330 mil. 
lion cubic feet of natural gas daily. 

In other FPC actions, presiding ¢. 
aminer Purdue reaffirmed an earlier deg. 
sion authorizing the St. Lawrence Gas Cp 
Inc. to import natural gas from Canada to 
serve the Massena-Ogdensburg area of New 
York State. He also reaffirmed his earlier 
denial of a competing application by New 
York State Natural Gas Corp. to sell] gas, 
produced in the United States, to Niagara 
Mohawk Power Corp. for resale in the 
same area. 

A further step in the realignment of Cp. 
lumbia Gas System subsidiaries is the pro. 
posal of United Fuel Gas Co. to acquire 
by merger all of the facilities of Amere Gas 
Utilities Co., and to purchase some of the 
facilities of Atlantic Seaboard Corp. The 
proposed merger would place all retajj 
distribution facilities in West Virginia up. 
der one subsidiary. The acquisition of At 
lantic Seaboard’s facilities would place alj 
transmission facilities in the area under 
single ownership. 

The Missouri Western Gas Co., Inc, has 
been exempted from regulation under the 
Natural Gas Act pursuant to the terms of 
the Hinshaw Amendment. This makes 4 
total of 126 companies to be exempted, 
either fully or in part, since the Hinshaw 
Amendment became effective March 27, 
1954. 


SUMMARY OF INDEPENDENT GAS PRODUCER 
RATE FILINGS—MAY, 1961 


Annual 


Number Amount 





Tax rate increases allowed ¢ 
without suspension 2 

Other rate increases al- 
lowed without suspension 33 

Rate increases suspended 33 

Total rate increases 68 

Tax rate decreases allowed 
without suspension 1 

Other rate decreases al- 
lowed without suspension 2 

Total rate decreases 3 
Total rate filings (all 
types) 

Total rate filings acted on 
from June 7, 1954 to 
May 31, 1961 55,123 

Rate increases disposed of 
after suspension (during 
month) 

Amount allowed 
Amount disallowed 
Amount withdrawn 

Rate increases suspended 
and pending at end of 
month 


23,281 
630,315 
1,054,834 
1,708,430 


2,555 


444 


303,269 
260,862 
25,568 
16,839 


3,821 $171,778, 


SUMMARY OF PIPELINE COMPANY CERTIFICATE FILINGS AND ACTIONS—MAY, 1961 


Number of 
Applications 


Compressor Estimated 
Horsepower Cost 


Miles of 
Pipeline 





Pending at beginning of month* 

Filed during month 

Issued during month 

Otherwise disposed of during month 

Pending at end of month 197 


669,480 $876,873,64 
422 49,488 79,902,382 
333 41,650 69,787,010 

59 18,850 14,537,965 

7,157 658,468 872,451,041 


7,127 


* Adjusted to include amendments and supplements to applications and modifications of certificates. 
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American Gas Association lists July-August publications 


A. G. A. LABORATORIES 


. Addenda to American Standard Listing 
Requirements for Domestic Gas Appliance 
Pressure Regulators, Effective October 7 
1960. 75 cents. 10 to 49 copies at 15% 
discount; 50 to 99 at 20%; 100 to 499 at 
25%, and over 500 at 334% discount. Cat. 
No, Z21-18a-1960. 


ACCOUNTING 

- 1961 Proceedings—National Conference 
of Electric and Gas Utility Accountants. 
Members $5.00 each. Non members $8.00 
each, Cat. No. 7k/A. 


ACCIDENT PREVENTION 


+ How Injuries to Gas Men Might be 
Avoided, Vol. X, June 1961, No. 2. Mem- 
bers, 1 copy free; 2 to 50 copies 10 cents 
each; 51 to 99 copies 7 cents each; 100 to 
500 copies 5 cents each. Non-members 10 
cents each. Cat. No. 7/AP/61-2. 


COMMERCIAL PROMOTION 


» A Case History—Fuel Conversion Solves 
Problems (Catholic Building and Main- 
tenance, reprint). 5 cents. Cat. No. 57/C. 


* Double Loop Steam System Heats High 
School Campus (reprint of December 1960 
issue of Heating, Piping and Air Condi- 
tioning). 5 cents. Cat. No. 58/C. 


‘Lower Heating, Ventilating Costs (re- 
print of December 1960 issue of Actual 
Specifying Engineer). 5 cents. Cat. No. 
59/C. 


* Fact sheet on Parkway Towers Regency 
House, Oak Hall, Kansas City, Mo. Text 
on commercial heating and cooling. 9 cents 
each, Cat. No. 53b/C. 


*.Fact sheet on East Jackson School Dis- 
trict, East Jackson, Mich. Text on school 
gas heating and ventilating. 9 cents each. 
Cat. No. 53¢/C. 


NIGA talks sales 


A DISCUSSION of A. G. A.’s national gas 
promotion program highlighted a recent 
one-day residential sales conference of the 
New Jersey Gas Association. 

Richard L. Leusch, general sales manager, 
Peoples Natural Gas Company, gave the 
A.G. A. talk, and used charts to impress field 
sales representatives with the fact that they 
wete being effectively supported in their 
local sales efforts. 

At the conclusion of Mr. Leusch’s speech, 
tepresentatives separated into four discussion 
sessions dealing with gas house heating, resi- 
dential gas appliances, the new home market 
and home service. Guest speakers gave brief 
talks to each group and then opened the 
floor for discussions. 

Other speakers on the agenda included 
Walter B. Kirk, chief research engineer, 
A. G. A. Laboratories, who spoke on the 
many devices and appliances being developed 
for the residential market, and Dr. Timothy 


Costello, New York University Graduate 
School. 
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HOME BUREAU 


* Blue Star wall clock. $6.70. Cat. No. 
92/K. 

* Blue Star pennants. $3.20 each. Cat. No. 
93/K. 

* Blue Star “Sold All Gas” sign. 15 cents 
each. FOB Minneapolis. Cat. No. 94/K. 

* Blue Star “Sold with Gas Heat” sign. 15 
cents each. FOB Minneapolis. Cat. No. 
94a/K. 

* Blue Star “Sold with Gas Air Condition- 
ing” sign. 15 cents each. FOB Minneapolis. 
Cat. No. 94b/K. 

* Blue Star transparent decals. 20 cents 
each. Cat. No. 95/K. 

* Blue Star floor runner. $15.00 per roll. 
FOB St. Louis. Cat. No. 96/K. 

* Blue Star Mystik Footprints—‘Gas 
Range.” $5.40 per carton. Cat. No. 97/K. 

* Blue Star Mystik Footprints—‘‘Gas 
Refrigeration.” $5.40 per carton. Cat. No. 
97a/K. 

* Blue Star Mystik Footprints—‘‘Gas 
Clothes Dryer.” $5.40 per carton. Cat. No. 
97b/K. 


OPERATING 

* Bound sets of Production Conference pa- 
pers—1961. $5.00. Cat. No. CEP-61-P. 

* Bound sets of Distribution Conference pa- 
pers—1961. $5.00. Cat. No. DMC-61-P. 

* Bound sets of Transmission Conference 
papers—1961. $5.00. Cat. No. GSTS-61-P. 

* Report of Cooperative Catalyst Research 
Project, by D. A. Dundore and J. H. Leg- 
goe. 25 cents. Cat. No. CEP-61-50. 


* Summary of Tenth Annual Report of 
Subcommittee on Underground Gas Storage 
Statistics, by R. W. Todd. 25 cents. Cat. 
No. GSTS-61-50. 

* The Underground Storage of Gas in the 
United States. Free. Cat. No. OP-61-1. 


PUBLICATIONS 
* A. G. A. Annua! Report—1960 (PAR in- 
cluded). Free. Cat. No. 4d/PB. 


* A. G. A. Publications List. Free. Cat. No. 
2a/PB-1. 


RESEARCH 


* PAR Research—1961. Report of research 
activities. Free. Cat. No. 5/SR. 

* Investigation of Entrainment Separation— 
Final Report, by K. T. Semrau. $2.50. Cat. 
No. 37/PR. 


STATISTICS 


* Monthly Bulletin of Utility Gas Sales, 
February 1961. By subscription $1.00 per 
year. Cat. No. 60/S-61-2. 

* Quarterly Report of Gas Industry Opera- 
tions, Fourth Quarter 1960. By subscrip- 
tion $1.00 per year. Cat. No. 64/S-4. 

* Monthly Bulletin of Utility Gas Sales, 
February 1959. Cat. No. 16b/S. Discon- 
tinued. 

* Quarterly Report of Gas Industry Opera- 
tions, Fourth Quarter 1958. Cat. No. 52d/S. 
Discontinued. 

* Monthly Bulletin of Utility Gas Sales, 
March 1961. By subscription $1.00 per year. 
Cat. No. 60/S-61-3. 

* Gas Heat Merchandising Package. 75 
cents. Cat. No. 89/P. 


Jones receives first annual Joe Harper award 


L. A. Dixon, executive vice president, Rockwell Manufacturing Co., left, presents first annual M. Joe 
Harper Award “for meritorious service as chairman of the A. G. A. Meter Committee” to R. L. Jones, 
Michigan Consolidated Gas Co., at a dinner meeting following the A. G. A. Distribution Conference 
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otherwise 


Kennedy joins A. G. A. as air conditioning promotion manager 


AMES J. KENNEDY has joined A. G. A. 

as heating and air conditioning promotion 
manager. Mr. Kennedy's responsibilities will 
cover the Residential Heating and Air Con- 
ditioning Committee, the Air Conditioning 
and Heating Committee, and the Direct Gas- 
Fired Prime Mover Committee. 

Mr. Kennedy has been senior flight test 
engineer for administration for Republic Air- 
craft Corporation. Previously, he had worked 
as sales engineer and mechanical designer for 
Lockwood Greene Engineers Inc., where he 


Wood elected president of United Natural Gas Company 


ARRY B. WOOD has been elected presi- 

dent of United Natural Gas Company. 

He will succeed J. G. Montgomery, Jr., 
who is retiring July 1, 1961 after 36 years 
of service with the company. 

Mr. Wood has been employed by United 
Natural Gas Company for 37 years and 
has held numerous positions during that 
time. He started working for the company in 
1924, serving as a utility man, then a book- 
keeper, and next a salesman in the Oil City, 
Pa., office. In 1928, when UNG purchased 
the St. Marys Natural Gas Company, he was 


transferred to St. Marys, Pa.; in 1929 he was 
appointed agent there. In 1935 he was trans- 
ferred to Greenville, Pa. as commercial man- 
ager and in 1945 to Sharon as district 
commercial manager in charge of United's 
Western District. 

In 1949 Mr. Wood returned to Oil City 
and assumed the position of chief commer- 
cial manager over all of the company’s com- 
mercial offices. In 1953 he was elevated to 
vice president of United Natural Gas Com- 
pany and its associated companies and made 
a director. 


Dr. Elliott appointed academic vice president at Illinois Tech 


R. MARTIN A. ELLIOTT has been ap- 

pointed academic vice president of Illinois 
Institute of Technology, effective September 
1, 1961. 

He succeeds Dr. Joseph C. Boyce, who will 
become vice president in charge of graduate 
studies and research. 

Dr. Elliott was previously on the faculty 
of Illinois Tech as research professor of 
mechanical engineering from September, 1952 
to February, 1956, when he was named to his 
current position as the director of the Insti- 
tute of Gas Technology, an IIT affiliate. He 
was born in Baltimore, Maryland, in 1909, 


and is an alumnus of Johns Hopkins Univer- 
sity where he received bachelor (1930) and 
doctor of philosophy (1933) degrees in gas 
engineering. 

From 1934 to 1938, he was assistant to 
the superintendent of gas manufacture of 
Consolidated Gas, Electric Light & Power 
Company of Baltimore (now Baltimore Gas 
& Electric Company ). 

He serves on the committee of the chemistry 
of coal of the National Academy of Science, 
National Research Council. He has been a 
member and chairman of various committees 
of the American Gas Association. 


Loomis vice chairman, Partridge president at Columbia 


C. E. Loomis J. W. Partridge 


ECIL E. LOOMIS has been elected vice 

chairman of the board of directors of 
Columbia Gas System, Inc. He has been 
succeeded as president by John W. Partridge, 
who also was elected a director. 

Mr. Loomis will continue as chief admin- 
istrative officer. He has served as a director 
since October 3, 1956, and as president since 
May, 1960. Mr. Partridge has been president 
of the Charleston group companies of the 
system since May, 1951. 

James S. Phillips, former vice president 
and general manager of the Charleston group 
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companies, has been elected president of 
these companies to succeed Mr. Partridge, 
and W. P. Dick, vice president of the 
Charleston group, was named to succeed 
Mr. Phillips. 

Two other officers of Columbia also were 
advanced in rank. Fred W. Batten was elected 
senior vice president and chief operations 
officer, and a director of the corporation. 
Francis H. Crissman was elected senior vice 
president and chief financial officer. Mr. 
Crissman has been a director since October 
3, 1956. 

Mr. Loomis has spent virtually his entire 
career with Columbia Gas System, which he 
joined in 1928 at Columbus, Ohio. Since 
1950 he has been vice president, senior vice 
president and president of the company. 

Mr. Partridge first joined the Columbia 
Gas System as an engineer in 1931. Upon 
his return from service in World War II, he 
rejoined the service company of the system 
in New York. On May 1, 1950, he was 
transferred to Charleston as assistant to the 
president of the Charleston group ‘compa- 
nies. On May 22, 1951, he was elected 
president of the Charleston group. 


had design responsibility in SUPErvising me. 
chanical installations and processes for indus. 
trial plants, including heating, ventilating 
air conditioning, process piping, boiler plants 
and pump stations. 

Mr. Kennedy received his mechanical en. 
gineering degree from the Polytechnic Insti. 
tute of Brooklyn. 

He is a veteran of the Korean War and 
holds the Distinguished Flying Cross and the 
Air Medal. 


Robertshaw appoints seven 


OBERTSHAW-FULTON Controls Com. 
pany has announced seven new appoint 
ments. 

Frank H. Post, vice president and general 
manager of the Robertshaw thermostat diy. 
sion since January 1956, has been named cop. 
porate vice president, marketing. He wil] 
move about June 15 to Richmond, Virginia, 
where he will have his new offices at the 
company’s corporate headquarters. He will 
Set up a sales organization to market severl 
new Robertshaw product lines. 

Arnold C. Hansen, formerly assistant to 
the general manager of Robertshaw-Fulton’s 
Grayson Controls Division at Long Beach, 
California, has been named general manager 
of the company’s Robertshaw thermostat d- 
vision at Youngwood, Pennsylvania. He is 
also a new assistant vice president of the 
corporation, which has headquarters at Rich 
mond, Virginia. 

Joseph A. Howell, Jr., who has served 
since 1958 as counsel for Robertshaw-Fulton 
at its corporate headquarters in Richmond, 
has been appointed general solicitor. 

The company’s legal department and pat 
ent department at the Richmogd offices will 
be consolidated under Mr. Howell's direction, 
and Auzville Jackson, Jr., will become a 
sistant general solicitor, patents. 

Albert J. Henderson, who has served for 
many years as Robertshaw’s chief patent 
counsel, will go to Geneva, Switzerland, at 
the end of May as general counsel for Robert 
shaw Controls S.A., a wholly owned subsid- 
iary of Robertshaw-Fulton. 

Arthur G. Baitz has been named an & 
sistant vice president of the corporation and 
general manager of the firm’s Eastern Re 
search Center at King of Prussia, Pennsy- 
vania, and William M. Harcum has bee 
made director of research and development 
at Eastern Research Center. 


Utility promotes three 


Lena EXECUTIVE appointments in Pe 
cific Gas and Eijectric Company were a 
nounced recently. 

O. R. Doerr, vice president in charge of 
sales since 1948 and president this year a 
the San Francisco Chamber of Comment, 
was elevated to vice president and assistant 
to the company’s general manager. : 

R. W. Joyce was elected to the new post 
tion of vice president in charge of commer 
cial operations. W. D. Howell was appointed 
general sales manager. 
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Gaede FNGA president 


H. GAEDE, president, Florida Home Gas 

_ @., De Land, Fla., has been chosen 
president of The Florida Natural Gas Asso- 
pow officers elected to serve with Mr. 
Gaede are vice president: T. F. Hearth, direc- 
tor, gas department, City of St. Petersburg; sec- 
tary: Kenneth B. Shawhan, Florida Home 
Ges Co., De Land; and treasurer: E. L. 
Smith, manager, gas department, City of 
Palatka. 

Four directors were elected to the 12- 
member board. They are R. M. Carr, gen- 
eal manager, Southern Gas & Electric Corp., 
Sarasota; G. B. Bennett, vice president, 
Houston Texas Gas & Oil Corp., St. Peters- 
burg; L. Windham, general manager, Florida 
Gas Utilities, St. Petersburg; and M. W. 
Thomas, city manager, Leesburg. 


Moore made vice president 


LEMAN COMPANY, Inc., has elected 

Jess L. Moore a vice president. 

Mr. Moore is general manager of the heat- 
ing and air conditioning division. He will 
continue to supervise all engineering, pro- 
duction and marketing operations of the 
division. 

Mr. Moore joined the Coleman Company 
in 1947 following military service and an 
export-import business operation in Central 
America. 

Mr. Moore is on the board of trustees 
of the National Warm Air Heating and 
Air Conditioning Association and has been 
active in the Gas Appliance Manufacturers 
Association and Institute of Appliance Man- 
ufacturers. 


Berkel appointed 


OWARD J. BERKEL has been appointed 

assistant to the president of Bryant Man- 
ufacturing Company. 

Mr. Berkel will assume responsibility for 
quality control, central order and planning. 
He will retain his position as director of 
personnel and public relations. 

Mr. Berkel has been with Bryant since 1955, 
when he was transferred from a similar po- 
sition with Carrier Corporation, Bryant's 
Parent company. A native of Coopersville, 
Michigan, Mr. Berkel is a graduate of Michi- 
gan State College, where he received a B.S. 
and M.S. in civil engineering and economics. 
From 1935 until 1942, he taught civil en- 
gineering at Iowa State College. 


Hill is vice president 


NORTHWEST Natural Gas Company has 
elected Francis F. Hill vice president and 
general counsel. 

Mr. Hill has been a member of the law 
firm of Smith, Gray, Hill & Rodgers. This 

} and its predecessors has represented 
Northwest Since 1910. 

Mr. Hill was graduated from the University 
of Oregon in 1931 and studied in the Ore- 
80n school of law. 

In 1936 he became associated with the 
aw firm of Laing and Gray. He became a 
Partner in the firm in 1941. 
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INCENT T. MILES, long time treasurer of 

A. G. A., has resigned his position as treas- 
urer at Long Island Lighting Company for 
reasons of health. 

Mr. Miles’ career extended over a period 
of 35 years in the utility field. He took an ac- 
tive part in the work of A. G. A. For the past 
8 years he was treasurer of the association. 
Prior to that, Mr. Miles was assistant treas- 
urer for several years. 

Mr. Miles joined LILCO in 1926 as an ac- 
countant in the accounting department. In 
1939 he was promoted to section supervisor 
and was named assistant to the controller in 


Vincent Miles resigns at Long Island Lighting Company 


1941. 

The following year 
he was elected assistant 
treasurer of the Long 
Island Lighting Com- 
pany, Long Beach Gas 
Company, Nassau and 
Suffolk Lighting Com- | 
pany and the Queens 
Borough Gas and Elec- 
tric Company. These po- 
sitions he held until 
1950, when the compa- 
nies consolidated. 





V. T. Miles 


Fleer, O’Brien promoted, Hite retires at Minneapolis Gas Company 


_ W. FLEER has been named comp- 
troller and treasurer of Minneapolis Gas 
Company. He succeeds vice president Hugh 
H. Hite, long time chief finance officer of 
the firm, who retired. 

The Minneapolis Gas board of directors 
also elected Terrence P. O’Brien assistant 
treasurer. 

Mr. Fleer has been director of rates, since 
joining the company in January 1960. Prior 
to coming to Minneapolis, he was vice pres- 
ident of Council Bluffs Gas Company, Coun- 
cil Bluffs, Iowa. He is nationally recognized 
as an expert on cost allocations, cost of serv- 


ice and other matters related to gas producer 
and pipeline rate matters before the Federal 
Power Commission. 

Mr. O’Brien has been with Minneapolis 
Gas since 1956. Before becoming assistant 
treasurer he was Mr. Hite’s assistant. 

Mr. O’Brien is a native of St. Paul, Minn. 
He’s a graduate of Northwestern University, 
Evanston, Ill. 

Mr. Hite’s first association with the utility 
business was from 1926 to 1928 with Peo- 
ples Gas Light and Coke Company, Chicago. 
In 1928 he became associated with American 
Gas and Power Company. 


Consolidated Edison Company appoints six 


ONSOLIDATED EDISON Company of 
New York, Inc. has announced six new 
appointments. 

William C. Beattie has been elected a 
vice president in charge of the company’s 
electric, gas and steam production facilities. 
Mr. Beattie has been an assistant vice pres- 
ident since 1959. 

Arthur N. Anderson has been named vice- 
president to handle the company’s construc- 
tion activity in the streets and transportation 
throughout its service area with the excep- 
tion of Staten Island. Mr. Anderson has been 
an assistant vice president since 1958. 

Francis A. Going has been elected auditor. 


Mr. Going has spent his entire working 
career with the company. First employed in 
the payroll department in 1922, his work 
has never been far removed from accounting 
matters. 

Russell M. Grogan has been appointed 
vice president in charge of the office of pro- 
duction, transmission and construction. He 
has been in the utility business for 30 years. 

Charles R. Pierce has been elected assist- 
ant secretary of the corporation. Mr. Pierce 
joined LILCO’s legal department in 1949. 

Fred C. Eggerstedt Jr. has been named 
treasurer. Mr. Eggerstedt will retain his 
other title of vice president, finance. 


Texas Gas Transmission names Turner, Fedde 


ILLIAM T. TURNER JR., has been ap- 

pointed director of planning and Paul A. 
Fedde has been named director of research 
at Texas Gas Transmission Corporation. 

Mr. Turner’s new responsibilities will in- 
clude long range planning and the coordina- 
tion of sales, supply, storage and engineer- 
ing design as they apply to future company 
operations. 

Mr. Turner was formerly a senior research 
engineer in the planning and research de- 
partment. He joined Texas Gas in 1950 as 
a senior engineer. 

He is a member of the American Gas As- 
sociation, Louisiana Engineering Society, and 
a member of the board of directors of Settle 
Memorial Methodist Church. 

In his new position, Mr. Fedde will as- 
sume responsibilities for the engineering de- 
sign section, engineering digital computer 
services, engineering test group, chemical 
laboratory group, and engineering technical 








W. T. Turner P. A. Fedde 


information and services group. He was 
formerly a senior research engineer in the 
planning and research department. 

Mr. Fedde is a member of the American 
Gas Association, president of the Bendix 
Computer Users Exchange Organization, and 
a member of Alpha Chi Sigma, professional 
chemical fraternity. 




















Nashville Gas Company promotes Hart, Woods 


E. T. Hart D. H. Woods 


TERRY HART has been promoted to vice 

. president in charge of sales, and Dwight 
H. Woods has been made vice president, op- 
erations, at Nashville Gas Company. 

Mr. Hart, formerly general sales manager, 
joined Nashville Gas Company in 1934. He 


is a graduate, cum laude, of Vanderbilt. Uni- 
versity, Mechanical Engineering School. 

Mr. Hart is a member of the Industrial 
and Commercial Hall of Flame, A. G. A.; 
member of the Managing Committee, Indus- 
trial and Commercial Section, A. G. A.; heat- 
ing consultant, A. G. A.; past chairman, Sales 
Section, Southern Gas Association, and past 
chairman, Industrial and Commercial Section, 
A. G. A. 

Mr. Woods, formerly general superintend- 
ent, joined the United Gas Improvement Com- 
pany in 1926. The company was sold to Ten- 
nessee Natural Gas Limes, Inc., a subsidiary 
of Nashville Gas Company, in 1945. He is 
a graduate of Massachusetts Institute of Tech- 
nology. 

Mr. Woods is now serving as chairman of 
the Distribution Section of the Southern Gas 
Association, and is a member of A. G. A. 


Crilly retires at Elizabethtown Consolidated Gas 


_ J. CRILLY, assistant vice president, 
operations, has retired after fifty-one years 
service with Elizabethtown Consolidated Gas 
Company. 

Mr. Crilly joined the company in 1910. In 
1935, he was promoted to superintendent of 
gas production at the Erie Street Works, suc- 
ceeding his father, the late Roger Crilly, who 
held the position for forty-six years until his 
death. In 1959, Mr. Crilly was appointed to 
his present position. 

Service with: the utility is a tradition with 


the Crilly family. Two of the retiring execu- 
tive’s sons, James A. and Joseph P., are with 
the company in supervisory positions. 

Mr. Crilly is a member of the St. Eliza- 
beth Hospital board of managers, served as 
a member of the City of Elizabeth Zoning 
Commission, and was a member of the Cham- 
ber of Commerce. A New Jersey registered 
professional engineer, he is also a member 
of the American Gas Association, the New 
Jersey Gas Association, the Hibernians, and 
the Knights of Columbus. 


Dean Mitchell, Carl Rees, elevated at NIPSCO 


ORTHERN INDIANA Public Service 

Company has elected Dean H. Mitchell 
chairman, president, and chief executive offi- 
cer of the company. 

Carl D. Rees has been named first vice 
president. 

Mr. Mitchell is well known in both the 
gas and electric industries. He has spent more 
than 36 years in the utility field, 23 of them 
as president of Northern Indiana Public 
Service Company. He has been president of 
the American Gas Association; a member of 
the National Gas Industry Advisory Council ; 
a director and treasurer of the United States 
Chamber of Commerce; and a life member 
of the board of directors of the Indiana State 
Chamber of Commerce, having served as 


president and a member of the board for 
many years. 

He has also been a director and president 
of both the Indiana Gas Association and the 
Indiana Electric Association, and is one of 
six public advisors to the Midwest Stock 
Exchange. In 1960 he was elected to the 
board of directors of the Edison Electric In- 
stitute. 

Mr. Rees, formerly NIPSCO vice pres- 
ident of general operations, began his utility 
career in 1929 following graduation from 
Ohio University. In 1932 he became super- 
intendent of distribution in the company’s 
Michigan City district, and in 1935 was 
named manager of NIPSCO’s Valparaiso 
district, a position he held until 1945. 


G.P.A.0. elects Ostler president at annual meeting 


T the second annual 

meeting of the Gas 
and Petroleum Associa- 
tion of Ontario last 
month, delegates re- 
elected J. W. Ostler, 
Canadian Meter Com- 
pany Ltd., Milton, pres- 
ident. 

F. R. Palin, Union 
Gas Company of Can- 
ada Ltd., Chatham, was 
re-elected first vice- 
president and E. S. 
Howard, Provincial Gas Company Ltd., Fort 
Erie, remains second vice president. 


J. W. Ostler 
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A. M. Hove, Northern Ontario Natural 
Gas Co. Ltd., Toronto, was elected treasurer. 

G. L. Colpitts, Imperial Oil Ltd., London; 
W. L. Dutton, United Gas Ltd., Hamilton; 
and C. J. McCarthy, Jr., Lakeland Natural 
Gas Ltd., Kingston, were elected to the six- 
man board of directors for the fiscal year 
1962-63. Directors H. C. Darroch, Moffats 
Ltd., Weston; O. L. Jones, The Consumers’ 
Gas Co., Toronto; and L. G. O'Connor, 
Q.C., Chatham, were elected for a two-year 
term at the association’s first annual meet- 
ing last year. 

Delegates also voted that the G.P.A.O. 
begin negotiations for affiliation with the 
Canadian Gas Association. 


Stone and Webster elects 


+ yore & WEBSTER Engineering & 
ration has named three new vice 
idents. 


Elected to the new posts by the Gam 


board of directors were C. G. Davis, g 
struction manager, T. A. Fearnside, mans 
of engineering, and F. R. Stevens, 


lations consultant and former personnel gun 


ager. 


1937. As construction manager he has he 
senior executive on projects for many 
both in the U. S. and overseas. A former 
president of the Lexington, Mass., Historigl 
Society, Mr. Davis now resides in Duxbury, 
Mass. 

Mr. Fearnside, a mechanical engineer with 
BS and MS degrees, was educated at th 
Massachusetts Institute of Technology pj 
the Harvard Graduate School of Busines 
Administration. 

He joined the company in 1940 and hk. 
came chief mechanical engineer in 1954, 9 
sistant engineering manager in 1959 a 
engineering manager in 1960. A fellow of the 
American Society of Mechanical Engineers, be 
resides with his family in Wellesley, Mass 

Mr. Stevens, a graduate of Union 
at Barbourville, Ky., joined Stone & Webster 
in 1941. 

He was personnel manager from 193 
to 1959 when he was named labor relations 
consultant, serving in that capacity in om 
junction with other business activities jp 
Atlanta, Ga., where he resides. He is a 
member of the National Joint Board for 
Settlement of Jurisdictional Disputes in th 
Construction Industry. 


Neptune names Gaudette 


ep A. GAUDETTE has been appointed 
vice president and treasurer of the Nep 
tune Meter Company. 

Mr. Gaudette had formerly been assistant 
to the president in charge of the financial 
and accounting operations of Neptune, is 
divisions and subsidiaries. 

Neptune produces and markets measute 
ment and control equipment through fou 
operating divisions. The liquid meter div 
sion is headquartered in Long Island Gp. 


LP-Gas Council appoints 


OHNSTON SNIPES has been named ¢ 

itorial director of the public relations dive 
sion of the National LP-Gas Council. 

Mr. Snipes’ initial assignment will be tie 
planning and staff supervision of the ind 
try’s 50th anniversary celebration in 19 
He will headquarter at the council offices 
Evanston, Iil. 

A native of Lincoln, Nebraska, Mr. Snips 
has served in editorial and public relatiow 
positions for the United Press, the i 
Press, the National Broadcasting Compal 
and Daniel J. Edelman and Associates, Itt 
during the past twenty years. He most ® 
cently was account supervisor for associat 
and industrial accounts with the Edelm# 
public relations agency. 
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Mr. Davis, a civil engineer educate 
Yale University, joined Stone & Webster 
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Heinis appointed 
V J. HEINIS has been 

. appointed president 
and E. F. Paquette, ex- 
ecutive vice president 
of Rheem Manufactur- 
ing Company's home 
products group. 

Mr. Heinis had been 
vice president and gen- 
eral manager, home 
products group, and Mr. 
Paquette had been vice 
president and general 
manager of the Rheem 
container division, Linden, N. J. 

W. S. Goodfellow, who had been vice 

ident-marketing, container division, has 
heen promoted to vice president and general 
manager of the division. A. W. Nides be- 
comes vice president-marketing. 


V. J. Heinis 


UGH C. WYLAND 
has been elected vice 
president of Common- 
wealth industrial rela- 

Mr. Wyland is direc- 
tor of the Common- 
wealth industrial rela- 
tions department, re- 
sponsible for consulting 
work in management or- 
ganization, planning, 
employee and labor re- 
lations. Prior to joining 
Commonwealth in 1956, 
he had his own consulting firm, Hugh Wy- 
land Associates. During this time he acted 
as project director of American Management 
Association and as management course and 
conference advisor to the Society for the Ad- 
vancement of Management. 


Wyland is elected 


H. C. Wyland 


Roundup of promotions and appointments 


UTILITY 


Northern Indiana Public Service Com- 
pany has promoted Harley W. Jenson to 
managet of the Fort Wayne division. He 
will succeed Robert L. Kaade, who becomes 
manager of the gas company in Elkhart. 

Eugene M. Shorb has been appointed 
manager of the company’s Michigan City 
district. Jack W. Stine, present Elkhart 
district manager, has been appointed ad- 
ministrative assistant to Carl D. Rees, 
NIPSCO first vice president. 

Earl Cunnyngham is now district geolo- 
gist in charge of Arkansas Louisiana Gas 
Company's recently opened Oklahoma dis- 
trict geological office at Oklahoma City. 

William R. Piatt has been appointed 
safety director of Cascade Natural Gas 
Corporation. Jack Youk, superintendent of 
operations for Cascade’s eastern division, 
replaces Mr. Piatt. James B. Ledford, main- 
tenance superintendent for Arizona Public 
Service Company, joins Cascade as super- 
intendent of operations for the eastern di- 
vision. 

Richard M. Niedbala has been named 
corrosion engineer by New York State 
Natural Gas Corporation and Darwin E. 
Whipkey has been promoted to assistant 
superintendent of the company’s Leidy 
District. 

Linn B. Bowman, vice president of the 
Rochester Gas and Electric Corporation, 
has been appointed a member of the Na- 
tional Defense Executive Reserve. 

L. N. Talbott, employee relations direc- 
tor for Central Illinois Light Company, has 
resigned his position to accept an executive 
Position with Illinois Power Company. 
Charles E. VanDyke will replace Talbott. 

Donald F. Bulger has been promoted to 
safety director by New York State Natural 
Gas Corporation. 

C. Parrott, president, Roanoke Gas 
Company, has been elected president of the 
Greater Roanoke Valley Development 
Foundation. 

Farl L. Robinson has joined Great Falls 


Gas Company as customer accounting su- 
Pervisor, 


ISSUE OF JULY-AUGUST, 1961 


MANUFACTURER 


William H. Gilmore has been promoted 
to district sales manager for the mid-west 
territory of Robertshaw-Fulton’s Grayson 
Controls Division. Thomas J. Ingersoll has 
become district sales manager for space and 
central heating controls in the division’s 
Chicago area. Donald P. Faulhaber is now 
serving as district sales manager for space 
and central heating controls in the divi- 
sion’s New Jersey area. William B. John- 
son, Jr. has become district sales manager 
for water heating in Grayson’s southern 
territory. 

John C. Lowe is now serving as product 
sales manager for Grayson’s water heater 
controls line. David A. Bodine has been 
named as sales representative in the divi- 
sion’s mid-western territory. Hayden E. 
Roberts, Jr. is a new sales representative 
for space and central heating controls in 
Grayson’s southern territory. William K. 
Rae, formerly with Robertshaw-Fulton’s In- 
diana division in Indiana, Pa., has been 
transferred to the Grayson division as a 
sales representative for water heater con- 
trols in the Chicago area. 

Richard E. Johnson has been named man- 
ager of Bryant Manufacturing Company's 
Cambridge, Mass. branch. Mr. Johnson suc- 
ceeds W. C. Wolff, who recently resigned 
to become vice president in charge of sales 
for the Boston Gas Company. 

Kenneth G. Berkey has been appointed 
Chicago territory manager for the Tappan 
Company. 

C. J. Callanan has joined Rheem Manu- 
facturing Company's home products group, 
Chicago, as national product manager, 
plumbing fixtures. 


OTHER 


Will A. Rounds, Fort Worth, Texas, has 
been promoted to regional coordinator of 
reserves and production acquisitions for 
Continental Oil Company's southwestern 
region. 

He will succeed T. M. Cady, who retired 
June 30. 


CONVENTION 
CALENDAR 


1961 
JULY 


20 *SGA-A. G. A. Public Relations 
Roundtable, Rice Hotel, Houston, 
Texas 


AUGUST 


17 *Northeastern Transmission Round- 
table Conference, Pick-Carter Hotel, 
Cleveland, Ohio 


SEPTEMBER 


*ASAE Annual Meeting, Denver 
Hilton, Denver, Colo. 

*New Jersey GasAssociation An- 
nual Meeting, Essex and Sussex 
Hotel, Spring Lake, N. J. 

*Rocky Mountain Gas Association 
Annual Banquet, Denver Hilton, 
Denver, Colo. 

*Annual Accident Prevention Con- 
ference, Statler Hilton Hotel, Dal- 
las, Texas 

*Mid-West Gas Association, School 
and Conference, Ames, Iowa 
*PCGA Annual Convention, Coro- 
nado Hotel, Coronado, Calif. 
Mid-West A. G. A. Public Rela- 
tions Workshop, The Town House, 
Omaha, Neb. 

*Maryland-District of Columbia 
Utilities Association, Fall Confer- 
ence, Cavalier Hotel, Virginia 
Beach, Va. 

*Independent Natural Gas Associa- 
tion of America, Houston, Texas 
°A. G. A. Industrial Gas School, 
Marriott Motor Hotel, Philadel- 
phia, Pa. 

¢Southeastern Gas Association An- 
nual Meeting, Roanoke, Va. 


OCTOBER 


eA. G. A. Annual Convention, Dal- 
las, Texas 

*Ninth Annual Gas Measurement 
Institute, Liberal, Kansas 

*ASA 12th National Conference on 
Standards, Rice Hotel, Houston, 
Texas 

°A. G. A. Marketing Research Sem- 
inar, Essex Inn, Chicago, III. 
¢National Metal Exposition, De- 
troit, Mich. 

*Independent Petroleum  Associa- 
tion of America, Annual Meeting, 
Shamrock Hilton Hotel, Houston, 
Texas 
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Personnel service 





Betty Jacobsen, Editor 


SERVICES OFFERED 


Management in Sales, Promotion, or Advertis- 
ing—experience encompasses aforementioned. 
Sg 37. Seek utility. Resume upon request. 


Consultant—executive with 30 years’ experience 
available to act as consultant to companies 
starting to distribute natural gas. Experience 
covers metering from residential to purchase 
gas. Regulating gas pressures from high pres- 
sure to intermediate, to low pressure distribu- 
tion pressures. Odorization in all its phases 
and controls. Twenty years’ experience in or- 
ganizing programs for “job descriptions, clas- 
sifications and evaluation.” 2023. 


Design and Development Engineer—graduate 
engineer with professional license. Fifteen 
years’ experience consisting of A. G. A. test- 
ing, design and development of several lines 
of nationally marketed warm air heating 
equipment and supervisory experience up to 
division managership. > 


Graduate, Gas Fuel Technology—from Southern 
Institute of Technology desires technical or 
technical sales position. Married, two chil- 
dren, age 28. Will relocate. 2025. 


Director—Sales and Marketing—present posi- 
tion encompasses complete operations of com- 
mercial and industrial utility promotion, 
sales, and service. Unusual combination of 
engineering, strong sales and marketing back- 
ground on top level. Seeking association 
offering challenging opportunities and growth 
potential. Age 41. Free to travel and/or re- 
locate. Detailed resume on request. Salary 
open. 2026. 


Engineering and Management—15 years’ ex- 
perience in responsible office, field and shop 
engineering/management positions in oil/gas 
production/refining as well as manufacturing 
industries. Qualified to perform engineering/ 
management work of a planning, organizing, 
developing, troubleshooting and implementing 
nature in the mechanical, maintenance, in- 
dustrial, construction, and contracting fields. 
BSME and Purdue Graduate School. Age 38, 
family. Will relocate. Complete resume upon 
request. 


Management, Distribution Operations—25 years 
experience, complete charge of medium-sized 
properties at division level, well versed in 
natural gas utilization, load building, sales, 
and merchandising, public, customer and em- 
ployee relations, Rakeon control, system ex- 
pansion, and system layouts including ac- 
counting, billing and budgeting. Complete 
resume upon request. * 


Sales Manager—18 years utility experience, 
three years consulting, seven years manu- 
facturer’s representative. Interested in con- 
necting with aggressive utility. Experienced 
in manufactured, natural and LP-gas, training 
salesmen, buying advertising and promoting. 
Will relocate. Complete resume on request. 
2029. 


Director of Safety—25 years experience in de- 
veloping, installing and supervising loss con- 
trol programs in public utilities. Capable of 
complete charge of administering insurance 
programs including workmen’s compensation, 
major medical, fire and public liability. Will 
relocate. Complete resume upon request. 2030. 


Engineering and Management—12 years experi- 
ence in design, operations, construction, and 
maintenance of transmission and distribution 
facilities. Also experienced in meter shop 
operation, measurement and customer service 
training. Present position as operations man- 
ager. Complete resume upon request. 2031. 


Executive—due to compulsory retirement age 
65, available after January 1, 1962. Thirty 
years experience natural gas company, report- 
ing direct to the president. Experience covers 
public and employee relations; negotiations 
and placing of all general insurance, group 
life and group hospital insurance; administra- 


tion of retirement income plan; organization 
and responsibility of safety and training pro- 
grams. Excellent health. 2032. 


Plant-Distribution-Utilization and sale supervi- 
sion—experience natural and LPG distribu- 
tion. Good reference. Sixteen years experi- 
ence. Free to travel, relocate. Desiring local 
management or sale-supervision. 2033. 


Personnel Director—for small company or staff 
member of industrial relations department of 
a large utility. Capable of designing and ad- 
ministering supervisory training and manage- 
ment improvement programs. Knows labor- 
management contract negotiating procedures. 
Will re-locate. Complete resume upon request. 


POSITIONS OPEN 


Graduate Engineer—for “inside” technical sales 
training desired by engineering division of 
eastern manufacturer of industrial gas and 
oil burners. Potential sales engineer, age 25 
to 35 desired. Experience with industrial 
burner application or associated equipment, 
i.e., industrial furnaces preferred. Contact 
W. N. Robertson, Hauck Manufacturing Co., 

124 Tenth St., Brooklyn, N. Y. 0974. 


Sales Representatives—Florida natural gas 
utility has several immediate openings for 
individuals experienced and interested in 
commercial, residential and appliance sales. 
Age not factor provided applicant is in good 
health, successful sales background. These 
positions provide a base salary, car allowance 
and liberal commissions. Submit details of 
education and experience in reply. 0975. 


Sales Representatives—excellent opportunity for 
aggressive sales organization with background 
in gas-fired hydronic heating and cooling 
equipment now calling on jobbers, contractors, 
architects, builders and utilities. Able to or- 

anize sales meetings and render technical 
eld service. Territory open—Alaska. 0976. 


Industrial Sales Engineer—permanent services 
in western utility converting to natural gas. 
Engineering degree preferred with experience 
in industrial, commercial, and central house 
heating sales and installations. Send full re- 
sume and photograph to: D. M. Pritchett, 550 
California St., San Francisco 4, Calif. 0978. 


Corrosion Engineer—permanent position with 
large eastern gas utility. Graduate engineer, 
with a minimum of two years’ experience in 
pipeline corrosion, to work with staff engineer 
on distribution corrosion. 0979. 


Gas Design Utility—large eastern gas utility 
needs experienced engineer to perform project 
design work for plant facilities, including 
power plant equipment, gas compressor sta- 
tions, and related piping. Career position; 
no travel. 0980. 


Gas Engineer—a position is open for a graduate 
gas engineer with experience in the gas 
industry to become associated with a consult- 
ing engineering company in the New York 
area. Send resume of experience, qualifica- 
tions and salary requirements. 0981. 


Sales Manager—Utility in middle Atlantic 
states desires applicant, preferably with pre- 
vious utility experience. Send resume in con- 
fidence. Compensation open. 


Customer Service Manager—Gas Operations—in- 
dividual with broad utilization background 
needed to assume responsibility for operating 
service department and training personnel in 
an aggressive southern New England natural 
gas company. Write stating age, experience 
and salary expected. \. 


Gas Operating Engineer—college graduate with 
engineering background, interested in engi- 
neering, operating and construction activities 
of a southern New England gas company 
serving an area of 350,000 through 72,000 
meters. Opportunity excellent for advancement 
to executive position. Age preference 27-32. 
Salary commensurate with qualifications. 0984. 





A. G. A. advisory coun 


- Washington, Dt 


Cambridge, Moss, 
Houston, Texas 


Wichita, Ko, 

New York, N.Y. 

Wilmington, Del, 

Minneapolis, Minn, 

H. WILLIAM DOERING. . Springfield, Mos, 
C. H. GUEFFROY Portland, Ore 
L. C. HARVEY............ Syracuse, NY 
H. HANSELL HILLYER Savannah, Go, 
ROBERT A. HORNBY. .San Francisco, Calif 
J. T. INNIS Omaha, Nety. 
Detroit, Mich, 

Jenkintown, Po, 

Newark, N, j 

Phoenix, Ariz, 

New York, N.Y. 

Dallas, Texo: 

Mineola, N,. ¥ 

Hammond, Ind, 

W. E. MUELLER... .Colorado Springs, Cole 
S. H. NICHOLS New York, N.Y, 


J. C. PETERSON Pittsburgh, Po. 
C. P. RATHER Birmingham, Alo, 
W. F. ROCKWELL, JR Pittsburgh, Po. 
E. H. TOLLEFSON New York, N, ¥. 
G. F. WATTERS Syracuse, N.Y, 

Baltimore, Ma. 
D. K. YORATH.. Edmonton, Alta,, Conado 


PAR COMMITTEE 


Chairman—Richard A. Puryear, Alb 
bama Gas Corp., Birmingham, Ala. 


General Promotional Planning Committe 
Chairman—Frank M. Foster, Southen 
California Gas Co., Los Angeles, Cali 


General Research Planning Commitiee 
Chairman—Fred W. Batten, The Colum 
bia Gas System Inc., New York, Nf. 


General Public Information Planning 
Committee 
Chairman—R. J. Rutherford, Worcester 
Gas Light Co., Worcester, Mass. 


FINANCE COMMITTEE 
Chairman—James Comerford, Consol 
dated Natural Gas Co., New You 
N. Y. 


LABORATORIES MANAGING COMMITIE 


Chairman—William J. Harvey, Publé 
Service Electric and Gas Co., Newat 
N. J. 


APPROVAL REQUIREMENTS COMMITTEE 
Chairman—R. |. Snyder, Southern Cat 
fornia Gas Co., Los Angeles, Calif 
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Associated organizations 


CANADIAN GAS ASSOCIATION 

res.-Oakah L. Jones, The Consumers’ Gas Co., 
Toronto, Ontario 

Mon, Dir.—W. H. Dalton, 55 Scarsdale Rd., Don 
Mills, Ontario 


GAS APPLIANCE 
WANUFACTURERS ASSOCIATION 


hres—-W. G. Hamilton, Jr., American Meter Co. 
Inc., Philadelphia, Pa. 

Mon, Dir—Harold Massey, 60 East 42nd St., 
New York, N. Y. 


HORIDA NATURAL GAS ASSOCIATION 

tres—A. H. Gaede, Florida Home Gas Co., De 
Lond, Fla. 

Sec-Ir—H. H. Phipps, The Houston Corp., St. 
Petersburg, Fla. 


GAS AND PETROLEUM ASSOCIATION 

OF ONTARIO 

Pres—J. W. Ostler, Canadian Meter Co., Ltd., 
Milton, Ontario 

Sec. and Asst. Tr.—H. B. Fry, United Gas Ltd., 
Hamilton, Ontario 


INDIANA GAS ASSOCIATION 

Pres.—George R. Woehler, Southern Indiana Gas 
& Electric Co., Evansville, Ind. 

Sec-Tr—-R. A. Steele, Citizens Gas & Coke Util- 
ity, 2020 N. Meridian St., Indianapolis, Ind. 


MARYLAND-DISTRICT OF COLUMBIA 

UTILITIES ASSOCIATION 

Pres.—William S. Moore, Eastern Shore Public 
Service Co., Salisbury, Md. 

Sec—Robert C. Carder, 55 East Washington St., 
Hagerstown, Md. 


MICHIGAN GAS ASSOCIATION 


Pres.—A. V. Brashear, Michigan Consolidated 
Gas Co., Detroit, Mich. 


Sec.-Tr.—M. G. Kendrick, Michigan Consolidated 
Gas Co., Detroit, Mich. 


MID-WEST GAS ASSOCIATION 


Pres.—C. J. Math, lowa-Illinois Gas & Electric Co., 
Davenport, lowa 


Sec.-Tr.—James J. Finnegan, 1163 Northwestern 
Bank Bldg., Minneapolis, Minn. 


NEW ENGLAND GAS ASSOCIATION 


Pres.—Harold L. Dalbeck, Gas Companies of New 
England Electric System, Malden, Mass. 


Man. Dir.—Clark Belden, 10 Newbury St., Bos- 
ton, Mass. 


NEW JERSEY GAS ASSOCIATION 


Pres.—W. Daniel Williams, New Jersey Natural 
Gas Co., Asbury Park, N. J. 


Sec.-Tr.—Ralph E£. Martin, New Jersey Natural 
Gas Co., Asbury Park, N. J. 


PACIFIC COAST GAS ASSOCIATION 


Pres.—H. G. Dillin, San Diego Gas & Electric Co., 
San Diego, Calif. 


Man. Dir.—Robert D. Scott, 870 Market St., San 
Francisco, Calif. 


PENNSYLVANIA GAS ASSOCIATION 


Pres.—John E. Geesey, York County Gas Co., 
York, Pa. 


Sec.—H. F. Dimmler, Philadelphia Electric Co., 
Philadelphia, Pa. 


INTERNATIONAL GAS UNION 


PENNSYLVANIA NATURAL GAS 
MEN’S ASSOCIATION 


Pres.—John T. Galey, Pittsburgh, Pa. 


Sec.-Tr.—P. L. Kesel, Carnegie Natural Gas Co., 
Pittsburgh, Pa. 


ROCKY MOUNTAIN GAS ASSOCIATION 


Pres.—Norman F. Patrick, Bell Plumbing & Heat- 
ing Co., Denver, Colo. 


Sec.-Tr.—H. P. Risley, Public Service Company of 
Colorado, Denver, Colo. 


Field Sec.—Roy G. Munroe, Rm. 16, 1300 Glen- 
arm St., Denver, Colo. 


SOUTHEASTERN GAS ASSOCIATION 


Pres.—T. W. Yarbrough, Piedmont Natural Gas 
Co., Inc., Greensboro, N. C. 


Sec.-Tr.—Edward W. Ruggles, North Carolina 
State College, Raleigh, N. C. 


SOUTHERN GAS ASSOCIATION 


Pres.—H. A. Eddins, Oklahoma Natural Gas Co., 
Tulsa, Okla. 


Man. Dir.—Robert R. Suttle, 1524 Life Building, 
Dallas, Texas 


WISCONSIN UTILITIES ASSOCIATION 

Pres.—Martin E. Juhl, Lake Superior District Power 
Co., Ashland, Wis. 

Man. Dir.—Dale F. Hansman, Empire Building, 


Suite 522, 710 North Plankinton Ave., Mil- 
waukee, Wis. 


Pres.—Bengt M. Nilsson, Pres. The Swedish Gas Assn., Stockholm, Sweden 
Gen. Sec.—R. H. Touwaide, 4 Ave. Palmerston, Brussels 4, Belgium 


AUSTRIAN ASSOCIATION OF GAS AND 
WATER INDUSTRIES 


Sec—Dipl. Ing. Erich Klement, Vienna, Austria 


CZECHOSLOVAKIAN TECHNICAL ASSOCIATION 
Pres.—Dr. Ing. R. Riedl, Prague, Czechoslovakia 
Sec—Ing. J. Lenc, Prague, Czechoslovakia 


DANISH GAS TECHNICAL ASSOCIATION 


Pres—Richard Jakobsen, A/S Strandvejs-Gas- 
voerket, Hellerup, Denmark 


Sec—C. H. Brahtz, Hellerup, Denmark 


GERMAN SOCIETY OF GAS AND 
WATER INDUSTRIES 


Pres—~Prof. Dr. Hunerberg, Der Berliner Was- 
serwerke, Berlin-Wilmersdorf, Germany 


THE INSTITUTION OF GAS ENGINEERS 

Pres—H. S. Cheetham, Woodall-Duckham House, 
London, England 

Sec 


—-W. T. K. Braunholtz, 17 Grosvenor Cres- 
cent, London, S.W.1, England 


ITAAN NATIONAL IN 
DUSTRIAL 
GAS ASSOCIATION 


Pres,— aia sa 
Tes.—Dr, Vittorio De Biasi, Foro Buonaparte, 
31, Milan, Italy 


Di , 
". aoe. Guido Randone, Via L. Bissolati 
6, Rome, Italy 


THE JAPAN GAS ASSOCIATION 


Pres.—Hirotoshi Honda, Tokyo Gas Co., Tokyo, 
Japan 


Gen. Sec.—Eiichero Ishikawa, 20, 1-chome, Hon- 
shiba, Minato-ku, Tokyo, Japan 

THE NATIONAL GAS ASSOCIATION 

OF AUSTRALIA 


Pres—V. M. Bunyan, The Geelong Gas Co., 
Geelong, Victoria, Australia 


Sec.—J. M. H. Hill, 596 Little Bourke St., Mel- 
bourne, C. 1, Australia 

NATIONAL SYNDICATE OF WATER, GAS AND 

ELECTRICITY OF SPAIN 

Pres.—Don Daniel Suarez Candeira, Madrid, Spain 


THE NETHERLANDS GAS ASSOCIATION 


Pres.—Dr. H. D. Tjeenk Willink, Zutfenseweg 2, 
Deventer, Netherlands 


Sec.—J. H. Steinkamp, Jac de Graefflan 1, 
s‘Gravenhage, Netherlands 

NORWEGIAN GAS ASSOCIATION 

Pres.—W. Eckhoff, Oslo, Norway 


Sec.—Leif Madsen, Norske Gassverkers Forening, 
Stavanger, Norway 


POLISH ASSOCIATION OF ENGINEERS 
AND SANITARY TECHNICIANS 


Sec.-Gen.—Ing. Waclaw Nowicki, Warsaw, Poland 


ROYAL BELGIAN GAS ASSOCIATION 

Pres.—Fernand Rombouts, 4 Avenue Palmerston, 
Brussels 4, Belgium 

Sec.—R. H. Touwaide, 4 Avenue Palmerston, 
Brussels 4, Belgium 


SCIENTIFIC ASSOCIATION OF ENGINEERS 
AND TECHNICIANS OF ROUMANIA 


Pres.—Ing. |. Niculescu, Bucharest, Roumania 
Sec. Gen.—Ing. O. Russu, Bucharest, Roumania 
SCIENTIFIC AND TECHNICAL SOCIETY OF THE 
PETROL INDUSTRY OF THE U.S,S.R. 


Pres., Gas Section—A. Alexandrov, 
U.S.S.R. 


Scientific Sec.—A. Klimushin, Moscow, U.S.S.R. 


THE SWEDISH GAS ASSOCIATION 

Pres.—Bengt M. Nilsson, Torsgatan 24, Stock- 
holm Va, Sweden 

Man. Dir.—Claes Lindgren, Torsgatan 24, Stock- 
holm Va, Sweden 


SWISS SOCIETY OF THE GAS 

AND WATER INDUSTRIES 

Pres.—Arnold Graf, Rheintalische-Gas-Gesellschaft, 
St. Margrethen, Switzerland 


Sec. Gen.—H. Raeber, Grutlistrasse 44, Zurich, 
Switzerland 


TECHNICAL ASSOCIATION OF THE 
FRENCH GAS INDUSTRY 


Pres.—Yvan Queret, 62 Rue de Courcelles, Paris, 
France 


Gen. Sec.—A. Lihrmann, 62 Rue de Courcelles, 
Paris, France 


UNION OF GERMAN GAS 

AND WATER WORKS 

Pres.—G. Haider, Beethovenstrasse 17, Frankfurt 
am Main, Germany 

Man. Dir.—Mr. Haar, Beethovenstrasse 17, Frank- 
furt am Main, Germany 


Moscow, 





American Gas Association 
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A. G, A. LABORATORIES * 1032 East 62nd Street, Clevelanc! 3, Ohio * 1425 Grande Vista Avenue, Lo: Ang 
ENdicott 1-0475 ANgeles 1-8161 
WASHINGTON OFFICE * 1725 liye St. N.W., Washington 6, D. C. 
FEderal 7-6630 


< Officers > 


*President Soin doe sdaedbdu babs Gohee sROUER. Te POTTER. oo. ccnccccacsccccccctecsceccsss bone Star Gas Co., : 
*First Vice-Prosident.......-.+.+.+..+EDWARD H. SMOKER..............The United Gas improvement Co., Philed 
“Second Vice-President. .......+..+.JOHN E. MEYKE. 22... ke pense sae eecces the Brooklyn Union Gas Co., Bros 

Treasurer. ... 62. eee esesseecsecesssCHARLES H. MANN...............0«-The Columbia Gas System, Inc., New 
Assistant Treasurer..........+.++...-LAWRENCE VOSE................Columbia Gas System Service Corp., New You 
Assistant Treasurer................+-WILLIAM I. THOMPSON. .........Columbla Gas System Service Corp., New Yor 
*Monaging Director... .........«...-CHESTER S. STACKPOLE. . ~+seeee+sAmerican Gas Association, New York 
Secretary 2.0... 0cesceeesscuwansen JAC A. CUSHMAN........0.00.500002+-+-American Gas Association, New York 


<4 Directrs > 


"Immediate Past President..........WISTER H. LIGON........s0ecsseeeeeeeeceeess+-Nashville Gas Co., Nas 


*ESKIL 1. BJORK... 2.660. eee eee c ee seeeesseeesChicago, IM.  *E. CLYDE McGRAW,......... Si Wukasiaes << 
BUELL G. DUNCAN..................+.+.+.-Cherlotte, N. C. 

W. M. ELMER... 2.22... ee cess eves ees es+++Owensboro, Ky. 

*ROBERT E. GINNA............4...+-+.--Rochester, N. Y. 

ELISHA GRAY Il... . 2.6 sn eee eee e ences ee+ St Joseph, Mich. 

A. W. JOHNSTON. «2.0.0.0. esses ee eee + Boston, Mass. 

*QAKAH L. JONES.........-....+.-..-- Toronto, Canada ise 
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Director, Promotion and Advertising and 4 
Secretary, Residential Section......NORVAL D. JI 
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